


Look at Number 8... 


We mean just that—''Unusually effective selling equipment." 
_ Experience proves that on the average one sale results from 


each seven presentations made. 


WE OFFER: 


A liberal agency contract. 

A plan for financing your agency. 
Accounting methods to guide you. 
Proven plans for finding—training agents. 
A liberal financing plan for your agents. 
A unique supervisory system. 

Organized Selling Plan. 


Unusually effective selling equipment. 


Pr nerrer Ff PY > 


Policies for every purpose: Regular — Family — 
Juvenile—Women—Group—Payroll Savings, etc. 
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Low Monthly Premiums. 


A $220,000,000.00 Mutual Company, 58 years old 
with an understanding, cooperative Home Office. 


THE MINNESOTA MUTUAL ¥= 


LIFE INSURANCE COMPANY 4 
Saint Paul, Minnesota rine 
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Quarter Wilton Dollar (lub to Veet 
in Rany Rwer County, Canada 


The qualification period for Ohio National's Quarter 
Million Dollar Club is now under way. ONLI's who 
attain membership will enjoy a stag fishing trip in 
Canada’s famous Rainy River District next July. 


AMBITIOUS MEN WILL FIND UNUSUAL OPPOR- 
TUNITIES WITH THIS PROGRESSIVE COMPANY. 


For a General Agent's Contract Write JOHN H. EVANS, Vice President 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 
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factors in Home's 
lop Average-Policy 
Position Analyzed 


Time, Patience, Careful 
Planning Basis for 1937 
Record of $5,558 


NEW YORK-—Since the Home Life 
of New York achieved for 1937 the 
highest average policy of any company 
in the United States, there has been 
much interest in the methods used. 
The Home’s average policy sold in 1937 
was $5,558, a figure which is vastly 
higher than the general average for all 
companies. 

Analyzing the factors leading to this 
outstanding result, Agency Vice-presi- 
dent C. C. Fulton, Jr., has gathered 
some interesting figures. 

“Three things stand out in this ques- 
tion of getting a larger average size 
policy,” he said. - “First, it does not just 


happen. It requires careful planning 
and intense effort. Second, no one 
thing alone accounts for it. A number 


of causes enter into the results. Third, 
it does not come without some cost and 
sacrifice in other directions. 


Picking the Group 


“In the first place there is, of course, 
the quite obvious fact that to a very 
large extent the average size policy sold 
is determined by the income group 
among which sales are made. People 
with substantial incomes buy substantial 
policies. Here is a division of the com- 
pany’s business showing the percentage 
coming from each income group and 
the average sized policy resulting.” 

Percentage of 1937 
company’s 1937 Aver. 


incomes business policy 
Cis eee ee 51 percent $8,735 


Insureds’ 


nictate eee 21 percent 4,674 
$1,500-$3,000 ....... 22 percent 3,094 
Under $1,500 ....... 6 percent 1,810 


“The first thing that must be realized 
y any company thinking of concentrat- 
ing primarily on these larger income 
groups is that it must get its business 
from a relatively small percentage of the 
population, ” Mr. Fulton pointed out. 
“In the recent figures of distribution of 
incomes released by the federal govern- 
ment it was estimated that less than 27 
percent of the income- producing mem- 
bers of families had incomes of $3,000 
or more. 


Mass Needs Amply Met 


“It is obvious, of course, that all com- 
Panies cannot direct their activities at 
this rather limited group. After all, the 
73 percent of the population with in- 
Comes less than $3,000 need life insur- 
ance and the institution of life insur- 
ance must meet this need. It was the 
feeling of the management of the Home 
Life, however, that ample attention is 
being given by very large and splendid 
Companies to the needs of this lower 

(CONTINUED ON PAGE 11) 





National Association 
Committees Named 


Engelsman Program Chief, 
Witherspoon Membership, 
Miss Allen for Women 


President Holgar J. Johnson this 
week announces the new committee ap- 
pointments of the National Association 
of Life Underwriters. Especially inter- 
esting each year is the choice for chair- 
men of the convention program and 
membership committees. Ralph G. En- 
gelsman, Penn Mutual, New York, is 
the new head of the program commit- 
tee, and John A. Witherspoon, John 
Hancock Mutual, Nashville, heads the 
membership committee. 

The women are vitally interested in 
the selection of the chairman of the 
committee.on women underwriters. Al- 
berta Allen, Massachusetts Mutual, St. 
Louis, has been named for that posi- 
tion. 

The 28 new committees embrace 342 
members, representing 53 companies lo- 
cated in 116 cities in 46 states, District 
of Columbia, Hawaii and Canada. 


Trustees to Meet Nov. 30 


President Johnson has requested each 
committee chairman to draw up an out- 
line of functions, which will be pre- 
sented to a special meeting of the trus- 
tees in New York Nov. 30. 

Continuing the precedent established 
last year, President Johnson has in- 
vited Vice-president C. J. Zimmerman 
of Chicago to share with him the re- 
sponsibility of executive contact and the 
supervision of committee activity. Six 
special committees are included on this 
year’s list, one less than in 1937-38. 
The committees on safety and on co- 
operation with the United States con- 
stitution sesquicentennial commission 
have been dropped, and the committee 
on inter-association meetings has been 
assimilated by the committee on local 
association administration. Two new 
groups, the special committees on song 
and slogan and on national council 
meetings, have been constituted, and the 


| “On to Houston” body has become “On 


to St. Louis.” 
New Chairmen Listed 


Chairmen of the standing committees 
include: Agency practices, George E. 
Lackey, Massachusetts Mutual, Detroit; 
business standards, Jack Hilmes, Equi- 
table of Iowa, Des Moines; by-laws, 
Metropolitan, Tacoma; 


John Prins, 
conservation, Isadore Samuels, New 
England Mutual, Denver; cooperation 


with attorneys, Paul Dunnavan, Canada 
Life, Minneapolis; cooperation with 
trust officers, Paul H. Conway, John 
Hancock Mutual, Syracuse; cooperation 
with. U. S. Chamber of Commerce, J. S. 
Myrick, Mutual Life of New York, 
New York; credentials, Karl E. Mad- 
den, Penn Mutual, Davenport; educa- 
tion, Ray Hodges, Ohio National, Cin- 
cinnati; elections, N. B. Maddox, Con- 
necticut Mutual, Atlanta; finance, Rob- 
ert L. Jones, State Mutual, New York; 
general agents and managers, P. B. 
Hobbs, Equitable Society, Chicago; in- 
ternational council, E. W. Owen, Sun 


Government Cover 
Is Very Real Danger 


Commissioner Goodcell 
Tells California Agents Self- 
Regulation Is Under Fire 


FRESNO, CAL.—Self-regulation of 
the insurance business is a question now 
in the balance, Commissioner Rex B. 
Goodcell of California told the Cali- 
fornia Association of Insurance Agents 
in annual convention here. 


scheme of things, if insurance men do not 
solve their own problems, those in the 
legislature will attempt to do it for 
them. 

Socialization of insurance is in the air, 
he said, with moves on all sides in the 
state and nation to put the government 
into the insurance business. The com- 
missioner expressed himself as being un- 
alterably opposed to such a move, say- 
ing: “I am opposed to the government 
going into business of any kind, insur- 
ance or otherwise.” 


Feels Danger Very Real 


This danger is more real in the in- 
surance business and the first move 
toward socialization of business would 
undoubtedly be the insurance business 
because it would take no money—all the 
government would need would be a 
printing press and then, as it has been 
almost universally proved in the past, 
this would mean a tremendous added 
cost and elimination from American life 
of the spirit that has been uppermost in 
the building of America. 

This move will start with the insur- 
ance business, he said, unless it recog- 
nizes the problems and stands four- 
square in combating such tendencies. 
The insurance business, he said, is the 
symbol of trust and confidence—confi- 
dence well placed and trust completely 
and fully performed. 

Commissioner Goodcell said he did 
not visualize his duties, after 90 days in 
office, as that of a policeman or mentor 
but rather asked that he be accepted as 
a co-worker in the finest business in the 
world—the business that has had most 

(CONTINUED ON PAGE 10) 











Life, Detroit; law and legislation, C. 
Vivian Anderson, Provident Mutual, 
Cincinnati; local association administra- 
tion, J. Hawley Wilson, Massachusetts 
Mutual, Peoria; past national presi- 
dents, O. Sam Cummings, Kansas City 
Life, Dallas; publications, Grant Tag- 
gart, California-Western States Life, 
Cowley, Wyo.; resolutions, F. B. Sum- 
mers, New York Life, Boston; state and 
regional associations, W. Andrews, 
1; Jefferson Standard Life, Greensboro. 
Ss pecial Committees — Cooperation 
with American College of Life Under- 
writers, W. M. Duff, Equitable Societ 
Pittsburgh: 50th anniversary, WY 
Yates, Massachusetts Mutual, us An- 
geles; national council meetings, E. F. 
Colborn Connecticut Mutual, Rochester, 
N. Y.; “On to St. Louis,” H. A. Hedges, 
Equitable of Towa, Kansas City; pub- 
licity, Harry T. Wright, Equitable So- 
ciety, Chicago; song and slogan, S. E, 
Webster, Provident Mutual, Pittsburgh. 


While in-, 
surance occupies a highly important po-. 
sition in the economic and sociological 





Would Reduce Cost 
and Sales Pressure 
In Industrial Line 


Fifteen Recommendations 
Made by Pink to New York 
Code Committee 


NEW YORK—Fifteen recommenda- 
tions for changes in the law governing 
industrial insurance, designed to coun- 
teract defects and render this form of 
protection cheaper and more elastic, are 
contained in the report which -Super- 
intendent Pink of New York this week 
submitted to the joint legislative com- 
mittee for recodification of the insur- 
ance law, of which Assemblyman R. 
Foster Piper is chairman. His recom- 


mendations are destined to reduce the 
cost of industrial life insurance, dis- 
courage the sale of larger amounts of 
insurance than families of small incomes 
can continue to pay and encourage the 
conversion of industrial policies into 
less expensive forms, 

It is suggested that higher commis- 
sions be paid for ordinary than for in- 
dustrial insurance; higher commissions 
for monthly than for weekly premium 
insurance, and higher commissions for 
insurance on adults than for insurance 
on children. 


Conservation, Not Increase 


In order to discourage high pressure 
salesmanship, Mr. Pink recommends 
that the law prohibit paying managers 
and assistant managers on the basis of 
increases in business and that agents 
be allowed additional compensation of 
not more than $5 per week and man- 
agers and assistant managers additional 
remuneration of not more than $10 per 
week when their records of conservation 
of business compare favorably with that 
of the company as a whole. 

The present practice of some com- 
panies of returning a dividend of 10 per 
cent of the premium for payments at 
company offices would be incorporated 
in the law as a standard provision. 


Limit on Weekly Coverage 


To carry out the purpose of encour- 
aging the less expensive forms of in- 
surance, the department would limit the 
insurance on one individual to not more 
than $1,000 for weekly premium busi- 
ness and would ultimately reduce the 
amount to $500. A standard provision 
in weekly premium policies is recom- 
mended which would permit the assured 
to convert such policies to a monthly 
premium basis at a proper discount. 
Another standard provision recommend- 
ed would enable the insured, on proof 
of insurability, to change industrial pol- 
icies on his life to ordinary insurance 
when the amount exceeds $1,000 in one 


_ company. 


To encourage more insurance on the 
head of the family, the loss of whom 
would be a great economic handicap to 
most families, and to discourage high 

(CONTINUED ON PAGE 9) 
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How Business Insurance Protects 
Partners and the Family 


Burt H. Jayne of Palo Alto, Cal., rep- 
resenting the Travelers, appeared before 
the California Association of Insurance 
Agents at Fresno, talking about busi- 
ness life insurance. Some of the points 
he made are: 

“It is understood that I am address- 
ing Ames, Brown & Chase on some 0 
the fundamentals of business life insur- 
ance as it pertains to a partnership. I 
would like first to stress two of the 
distinctive features of a partnership be- 
cause they are particularly important in 
connection with business life insurance. 
They are very simple. 

“1, The partnership relation is a 
purely personal one and the partner- 
ship is dissolved if any one of the part- 
ners dies. 

“2. In case of insolvency each part- 
ner is personally liable for all of the 
firm’s obligations. 

“No. 1 means that the partnership is 
dissolved automatically at the death of 
any one of the partners. This phase of 
the law is absolute. No. 2 detnitely 
makes the independent personal prop- 
erty of a partner subject to levy by 
creditors to satisfy their debts, I will 
show by example how disastrous this 
can be to the personal fortunes of a 
partner. In fact both points are tre- 
mendously important. 


Effect of Partner’s 
Death Pointed Out 


“When a partner dies there are very 
few alternatives open to the survivors: 
(1) They may buy the deceased’s in- 
terest and continue the business. (2) 
They may find a new partner willing to 
buy the deceased’s interest. (3) They 
may form a new partnership with one 
of the heirs of the deceased. (4) They 
may liquidate the business and settle 
with the executor of the deceased. 

“Under No. 1, purchasing for cash, 
two plans could be utilized: 

a The partners might have en- 
tered into an agreement whereby sur- 
vivors would have an option to purchase 
deceased’s interest for cash, and pro- 
viding for a breathing spell for raising 
it, but still there is a great probability 
that difficulty would be encountered in 
getting the money. The deceased part- 
ner’s death might have occurred during 
a depression when it would be impos- 
sible to raise the money, thus forcing a 
dissolution. 

“(B) The agreement might provide 





for purchase on the installment plan. ° 


The survivors would have a great ad- 
vantage here in being able to continue 
the business without having to wind it 
up immediately, but there would be deti- 
nite hazards and difficulties likely to be 
faced both by the family of the deceased 
and by the surviving partners. 


Plan Involves Risk 
to the Widow 


“Under this plan the agreement would 
no doubt provide for the original capi- 
tal of the deceased remaining in the 
partnership and thus it would be under 
the compiete control of the survivors, 
the family having no voice in the man- 
agement. This situation would involve 
great risk to the widow because the in- 
stallment payments would have to come 
out of the profits of the business. 

“Such an agreement would very likely 
be objectionable to the surviving part- 
ners since they would be faced with the 
necessity of paying profits over a period 
of years to persons who would be con- 
tributing nothing to the business. Ex- 
perience shows that this will cause the 
survivors sooner or later to become dis- 
satisfied, make other arrangements, and 
close out the business. 


Getting a Partner 
on Short Notice 


“The second alternative is finding a 
new partner with the means to buy the 
deceased’s interest, possibly an employe 
who knows the business, but unless such 
an employe should be available it is 
decidedly not a simple matter on short 
notice to find an associate with the ex- 
perience, ability, and the cash to make 
him acceptable and it would be most 
unusual to find an employe with such 
qualifications, especially the cash. I call 
your attention here to the words ‘on 
short notice’ because when the death 
of a partner occurs there is the danger 
of liquidation which may be forced by 
the creditors of the deceased if the sur- 
vivor can not produce a successor within 
a reasonable time. 

“Let me take a moment to illustrate 
this: A manufacturing concern which 
had been very successful had become 
badly involved during the depression. 
The bills payable were very heavy and 
the creditors had been pressing. One of 
the partners possessed considerable 
property of his own; the other had com- 
paratively little. The latter died sud- 





denly and the day after the funeral the ' 


survivor received a notice that the cred- 
itors, in order to protect their interests, 
were petitioning for a receiver. The 
surviving partner had no opportunity 
whatsoever to raise the necessary funds 
to buy out the decedent’s interest nor 
to sell it to somebody else and he was 
forced by the firm’s creditors to liqui- 
date the business. When the story 
ended, not only did he lose all that he 
had in the business but all of his per- 
sonal property. I mean the property 
owned by him outside of the business 
was taken to discharge the firm’s obliga- 
tion and he was left at the age of 58 
absolutely penniless, with no job in 
sight. What a two-fold tragedy this 
was. 


Third Alternative Is 
Getting a New Partner 


“The third alternative, to form a new 
partnership with the deceased’s family, 
is obviously bad. The surviving part- 
ners would have to do all the work and 
bear all the responsibility, with no con- 
tribution from the new partner; yet they 
would have to divide the profits with 
one who is practically of no benefit to 
the business as a whole. Such a situa- 
tion would soon become quite intoler- 
able and might be expected to end in 
dissolution of the partnership. 

“A partnership business is not the 
best place for the assets of the widow 
and children of the deceased partner 
since, by the law of partnership, their 
entire property must become subject to 
the firm’s debts. 


Could Liquidate and 
Settle with Creditors 


“The fourth alternative, liquidating 
the business and settling with the cred- 
itors and the deceased partner’s heirs, 
is the last thing the survivors would 
choose. It would almost certainly in- 
volve heavy losses by auction or forced 
sale and is to be avoided if possible. 

“I should like to give some of the 
solutions. Naturally, life insurance men 
feel that the best solution is life insur- 
ance. It not only answers the prob- 
lems already raised most adequately, 
but is the most satisfactory and eco- 
nomical method of bolstering credit of 
the firm against such contingencies as 
death. However, in all fairness, I must 
say that life insurance is not the only 
method. There are others. We have 





PILOT LIFE HOME OFFICE STAFF PICNIC 





The home office staff of the Pilot 
Life, Greensboro, N. C., held an all-day 
picnic at Pilot Mountain—approxi- 
mately 60 miles from Greensboro and 
from which mountain the company takes 
its name. About 115 were in attendance. 
A_ special train was engaged for the 
trip. 

After a short time for sightseeing, in- 





cluding trips to the pinnacle of the 
mountain—nearly 100 feet of sheer rock 
—the picnic lunch was served. An en- 
tertainment program followed at which 
President Emry C. Green spoke. 

The steering committees handling the 
general arrangements for the picnic 
were: L. L. McAlister and J. W. Car- 
son. Chairmen of the different commit- 





tees were: Good-will, A. W. McAlister; 
lunch Miss Bertha Wheeler; train enter- 
tainment, S. E. Tate, Jr.; activities, W. 
B. Clement; get acquainted, Kathleen 
Wharton; train transportation, F. C. 
Willis; wagon and preparations, C. A. 
Outen; safety and first aid, Dr. H. F. 
Starr; attendance, C. D. Jones; publicity 
and decorations, W. L. Jessup. 





no monopoly, but of all plans we be- 
lieve it is the best. 

“There are two fundamental require- 
ments to solve the problems arising out 
of the death of a partner. 

“1, A written agreement to buy and 
sell partnership interests in case of 
death must be executed between the 
partners; such an agreement providing, 
in essence, that in case of the death of 
One or more, the survivor or the sur- 
vivors shall purchase the interest of the 
deceased at a fair valuation, the method 
of arriving at which is fixed by the 
agreement. 

“2. Some kind of sinking fund to 
finance the agreement must be provided 
for, sO surviving partners will have the 
cash at death to purchase the partner- 
ship interest of the deceased. 


Partnership Liquidation 
Plan Advantageous 


“T will summarize the advantages of 
the partnership liquidation plan. This 
summary convinces me that in the light 
of its many advantages, partnership in- 
surance is invaluable to business trms. 

“How a life insurance liquidation plan 
benefits surviving partners—instead of 
being faced with the disastrous alterna- 
tive of selling out the business at forced 
sale, buying out his deceased partner’s 
interest from his estate, forming a new 
partnership with the deceased’s widow, 
or hurriedly finding a new partner to 
pay the firm debts and start a new 
business, the survivor proceeds easily 
and without stress or worry under the 
terms of an agreement which he has 
made with his deceased partner during 
his life. No negotiations are neces- 
sary. All has been attended to. No 
outsiders can interfere. The partners 
have fixed the sale price and the other 
terms of transfer. 

“The good will which has been so 
laboriously created during the years of 
success has been valued and the ma- 
chinery has been set up so that an in- 
ventory and appraisal of all assets may 
be quickly and easily made—an ap- 
praisal which, by the terms of the agree- 
ment, is binding upon both the estate 
and the survivor. 


Cash Is in Hands 
of the Survivor 


“It is not necessary for the survivor 
to make use of his individual credit, 
thus possibly jeopardizing his own es- 
tate. The cash is in his hands in an 
amount which he and his associates 
have previously decided to be adequate 
for the transfer. That cash has been 
provided by life insurance—a_ unique 
sinking fund arranged so that the event 
(death) which creates the need, also 
provides immediately the money to 
meet it. If the agreement has provided 
for it, the survivor may continue the 
business without interruption and with 
credit unimpaired. If the survivor wants 
2 new associate to take the place of the 
deceased, he may proceed deliberately 
with his selection, since he is not now 
required to accept any new partner who 
is able to furnish the cash which is des- 
perately needed. The surviving en- 
dorser of the firm’s paper is not face 
with a dangerous liability which might 
conceivably exhaust his personal estate. 

“Dissension among the survivors be- 
comes a remote contingency because 
they are relieved of the tremendous 
strain always following the dissolution 
of a partnership with sufficient cash to 
liquidate it properly. . 

“How a life insurance liquidation plan 
benefits the estate of the deceased—The 
widow and children of the deceased are 
not faced with the loss or shrinkage 0 
the deceased’s interest in the partner- 
ship. They are guaranteed a fair price 

(CONTINUED ON LAST PAGE) 
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Airline Fatalities 
Make Chance of New 
liberality Remote 


Weather Still Keeps 
Flying About as Risky 
as in 1932 


NEW YORK.—On the basis of death 
statistics covering scheduled flying, it 
is unlikely that the report of the avia- 
tion committee of the Actuarial Society 
of America, due to be issued in a couple 
of weeks, will contain any justification 
for greater liberality toward passengers 
than the more liberal companies are al- 
ready practicing. The report will cover 
not only the life insurance hazard in 
scheduled flying but in all other types 
of aviation as well. — : 

Figures on deaths in scheduled flying 
for the first seven months of 1938 indi- 
cate that for passengers on airlines fly- 
ing is just about as safe and just about 
as dangerous as it was last year and the 
year before. Following the exception- 
ally small number of deaths occurring 
in 1933 and particularly after the low 
record of 1935, there was much agita- 
tion for a more liberal attitude toward 
scheduled flying. It was argued that 
air safety had progressed to a point 
where life companies could accept air- 
line travelers with scant regard to the 
amount of flying they did each year. 


Good Years Just Lucky 


Viewed in proper perspectives, how- 
ever, the extremely low death rates of 
1933 and 1935 are now seen to have 
been mere fortuitous fluctuations having 
little significance in the mortality trend. 
Though less than twice as many pass- 
engers were carried in 1936 as in 1935, 
the number of deaths was triple the 
number in 1935. 

As air travel increases, the effect of 
chance fluctuations is minimized but ac- 
tuaries feel it is still necessary to take 
at least a three-year period in assessing 
the safety of airline operations. The 
favorable rates of 1933, when only 12 
were killed, and of 1935, when only 15 
died from airline crashes, illustrate the 
exaggerated effect produced by a rela- 
tively small amount of flying. Later ex- 
perience has fully vindicated the con- 
servatism of actuaries and selection of- 
ficials who refused to be stampeded by 
the fine showings of the two favorable 
years. Actually, when the greater num- 
ber of passengers carried is taken into 
consideration, the safety of scheduled 
flying today is not much different from 
what it was back in 1932. Welcome as 
It would be, the “new era” in transport 
flying is not yet here. 


Tougher Flying Conditions 


Of course, many of the deaths of the 
last few years have been due to flying 
in weather that would have kept the 
ships of 1932 on the ground. If to- 
day’s scheduled flying were done only 
under conditions under which planes 
would have flown in 1932, airline deaths 
would be far fewer than they are, not 
onlv in actual numbers but as related 
to the number of passengers carried or 
the number of passenger miles flown. 

Owever, the usefulness of airplanes as 
a means of transportation would be 
heavily curtailed and the air transport 
business would not be anywhere near as 
mportant as it is. 

t is the constant effort to maintain 
schedules in spite of weather that causes 
most of the fatalities. Devices and 


Safety measures are adopted which are 


puPposed to take care of a particular 


tazard and most of the time they are ef- 
(CONTINUED ON PAGE 8) 


Dr. H. W. Cook Heads 
Medical Directors 


Association Concludes Its 
Annual Meeting Held in 
New York 


Dr. Henry Wireman Cook, vice-presi- 
dent and medical director of the North- 
western National Life, is the new presi- 
dent of the Association of Life Insur- 





DR. HENRY WIREMAN COOK 


ance Medical Directors, succeeding Dr. 
Samuel B. Scholz, Jr., of the Penn Mu- 
tual. Other officers are: 

First vice-president, Dr. H. M. Frost, 
New England Mutual Life; second vice- 





Parkinson Explains 
Reasons for Plight 


of Railroad Lines 


CLEVELAND—President T. I. Park- 
inson of the Equitable Society declared 
that railroad securities are still a sound 
investment and that life companies, in- 
cluding the Equitable, are buying rail- 
road bonds. He spoke at the fall meet- 
ing of the Associated Traffic Clubs of 
America. 

Mr. Parkinson said that government 
interference in labor relations and higher 
taxes is the main cause of the railroads’ 
plight, rather than competition from 
other forms of transportation. He 
pointed out that wages took about 35 
percent of the roads’ revenues in 1905, 
but this had grown to 43 percent by 
last year. Taxes jumped from 2.9 per- 
cent of gross revenues in 1905 to 7.5 
percent for 1937. He said that the 
bonded indebtedness of the roads, far 
from being an increased factor, had ac- 
tually declined. He pointed out that in- 
terest and rents from 1905 to 1937 had 
dropped from 20 percent.of gross rev- 
enues to 14 percent. 








president, Dr. D. B. Cragin, Aetna Life; 
secretary, Dr. E. G. Dewis, Prudential; 
treasurer, Dr. A. O. Jimenis, Metropoli- 
tan Life; editor of the proceedings, Dr. 
H. E. Ungerleider, Equitable Society. 
Elective members of the executive 
council are Dr. William Bolt, New York 
Life; Dr. W. E. Thornton, Lincoln 
National Life; Dr. D. E. W. Wenstrand, 
Northwestern Mutual Life; Dr. O. M. 
Eakins, Reliance Life, and Dr. A. E. 
Johann, Bankers Life of Des Moines. 
Dr. Cook, the new president, is a 
native of Baltimore and was educated 
at Johns Hopkins University, from 
which he was graduated in 1902. He 
(CONTINUED ON PAGE 10) 











Dollar Round Table. 


Independence Square 








The Book of Human Nature 


We were talking the other day to a young man of 24 who 
has chosen a career as a life underwriter. From the start, he 
declared, he would write large cases only. He had partly 
finished an Agency training course, and knew three sure-fire 
sales talks backward and forward. He had studied three books 
on life insurance salemanship. And he was now able, he was 
sure, to get the signature of higher-bracket prospects. 

But unless a young man is indeed extraordinary, or his 
family is influential and “in the money,” he will not in his 
first few years obtain many large applications. The difficult 
Book of Human Nature he has yet to study, and it cannot be 
mastered at gallop speed. Its pages are encounters, over a long 
period, with the variations of mental and emotional attitudes 
and circumstances of very many prospects. As knowledge and 
skill increase, his earnings will keep pace, and his devotion to 
his career will grow too deep for any uprooting. And 
eventually, when nearing middle life, he may have rank 
among the kings, of salesmanship, and a seat at the Million 
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THE PENN MUTUAL LIFE INSURANCE CO.- 
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Pennsylvania Holds 
Supervisors and 
Managers Congress 


Stimulating Sessions Are 
Held in Hershey Under 
State Association Auspices 


HERSHEY, PA. — Approximately 
100 attended the Pennsylvania State 
Association of Life Underwriters’ an- 
nual managers and supervisors’ congress 
held here for two days. F. C. Wiggin- 
ton, agency manager Bankers Life of 
Iowa, Pittsburgh, was general chair- 
man. 

Speakers at the morning session the 
first day were Henry Bossert, Jr., man- 
ager agency research department, Provi- 


dent Mutual, Philadelphia; J. H. 
Hooper, general agent Provident Mu- 
tual, Baltimore; W. H. Andrews, Jr., 
manager Jefferson Standard Life, 
Greensboro, N. C., and L. F. Paret, 
general agent Provident Mutual, Phila- 
delphia. In the afternoon speakers in- 
cluded Osborne Bethea, general agent 
Penn Mutual, New York City; C. J. 
Zimmerman, general agent Connecticut 
Mutual, Chicago, and Holgar J. John- 
son, general agent, Penn Mutual, Pitts- 
burgh, and president National Associa- 
tion of Life Underwriters. 


Others on Program 


The next morning talks were given 
by F. J. Stevenson, assistant to the 
president E. A. Woods Company, Pitts- 
burgh; A. B. Levy, agency manager 
Equitable Society, Philadelphia, and 
T. E. McLaughlin, manager “Saturday 
Evening Post,” Philadelphia. 

Mr. Wigginton presided both morn- 
ings, and E. H. Schaeffer, Harrisburg, 
general agent Fidelity Mutual, the first 
afternoon. C. H. Orr, general agent 
National Life of Vermont, Philadelphia, 
scheduled to be chairman the second 
morning, was called back to Philadel- 
| phia. owing to a death in his family. 

S. E. Webster, general agent Provi- 
dent Mutual, Pittsburgh, president state 
association, presided at meeting of the 
executive board at which plans were dis- 
cussed, including the major objective of 
improving public relations. R. B. Kirby, 
manager Reliance Life, Allentown, sub- 
mitted a financial report. 


Hold Training Conference 


A one-day training conference for 
association officers, first of its kind tried 
in Pennsylvania, was attended by some 
40 officers and directors representing 13 
local associations. The program, divided 
in four parts, dealt with aims and objec- 
tives of association activity, duties of 
new association presidents, methods and 
purposes of meetings, and membérship 
activities. 

Subjects were presented at the train- 
jing conference by Alexander Tisdale, 
Philadelphia; L. C. Woods, Jr., unit 
J manager E. A. Woods Company; A. B. 
1 Levy, Philadelphia; M. R. Orr, general 
4 agent..Massachusetts. Mutual; Philadel- 
| phia;. Erroll Ripley, Northwestern Mu- 
tual, Pittsburgh; ExM. Aiken, executive 
| secretary Pittsburgh"Life Underwriters 
Assoéiation; R. B: Kirby, Allentown; 
C. H. Orr, Philadelphia. . 

Others contributing ‘included Eric G. 
Johnson, associate general agent Perin 
Mutual, Pittsburgh;-.F. C. Wigginton; 
R. M. Stevenson, general agent National 
Life of Vermont, ‘Pittsburgh; H. S. 


Brownlee, supervisor Provident Mutual, 

Pittsburgh; C. F. Merz, executive sec- 

retary Philadelphia Life Underwriters 
(CONTINUED ON PAGE 10) 
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Complete Program 
of Agency Officers 


Schedule of Events for 
the Joint Meeting Next 
Week 


Dean S. N. Stevens of Northwestern 
University will speak before the joint 
meeting of the Association of Life 
Agency Officers and Life Insurance 
Sales Research Bureau at the Edgewa- 
ter Beach Hotel in Chicago next week. 
He will discuss “Selection of Personnel 
in Sales Management” on the Wednes- 
day morning program. Dr. Stevens has 
done extensive pioneer work in the 
field of measuring executive ability and 
much of his talk will be founded 
on the research work he has conducted 
over a period of years at Northwestern 
University. 


Consecutive Attendance 


The meeting will be the 18th of the 
Research Bureau and the 22nd of the 
Life Agency Officers. In the period of 
more than two decades in which one or 
both of these organizations have been 
meeting, it is interesting to note that 
48 insurance executives have attended 
10 or more meetings. 

The record for consecutive attendance 
is held jointly by A. L. Dern, vice- 
president Lincoln National, and W. R. 
Smith, agency director and field vice- 
president Lafayette Life, who have been 
present at 20 meetings. Four other 
executives have attended 15 or more 
meetings consecutively, L. J. Dough- 
erty, vice-president Occidental, and John 
Marshall Holcombe, Jr., manager Re- 
search Bureau, having attended 16; H. 
J. Cummings, vice-president Minnesota 
Mutual, and A. C. Louette, vice-presi- 
dent Peoples Life of Frankfort, Ind., 
with 15 to their credit. Those attend- 
ing 15 or more meetings non-consecu- 
tively are W. E. Webb, former vice- 
president Hercules Life; W. Carlisle, 
superintendent of agencies Mutual of 
Canada, and F. C. Morss, manager of 
agencies Provident Mutual. 

The complete program is: 


Tuesday, Nov. 1 


S. T. Whatley, chairman Research Bu- 
reau board and vice-president Aetna 
Life, presiding. 

What Is Profitable Distribution of 
Life Insurance?—John Marshall Hol- 
combe, Jr., manager Research Bureau. 

The Bureau Year—Jerome Clark, 
vice-president Union Central. 

Sales Management in Other Industries 
—Eldridge Haynes, vice-president Mc- 
Graw-Hill Publishing Company. 

Improving Life Insurance Sales Man- 
agement—John A. Stevenson, executive 
vice-president Penn Mutual. 

Progress Through Supervision—B. N. 
Woodson, consultant Research Bureau. 

Plans for Supervision—W. M. Rothaer- 
mel, vice-president Continental Ameri- 
can, 

Supervision of Established Agents— 
V. H. Jenkins, vice-president Occidental, 
Cal. 

Helping Men Grow-——Thomas M. 
Stokes, supervisor field education and 
sales promotion, Metropolitan Life. 

Streamlining the Salesman’s Job— 
W. C. Schuppel, executive vice-president 
Oregon Mutual. 


Wednesday, Nov. 2 


Presiding, Jerome Clark, chairman Re- 
search Bureau executive committee and 
vice-presidént Union Central. 

Why Agencies Succeed—Rensis Likert, 
head of the bureau’s research depart- 
ment, 

Why Is Recruiting a Problem?—L. S. 
Morrison, consultant Research Bureau. 

Recruiting College Men—Kenneth R. 
Miller, director of agencies Atlantic Life. 

Our Experience With College Men— 
U. H. Poindexter, assistant director of 
agencies Northwestern Mutual. 

The Company’s Recruiting Program— 
Principles Behind It—S. C. McEvenue, 
general manager Canada Life. 

Recruiting via the Rating Chart—A. 





EQUITABLE MEN ADVANCED 





A. B. DALAGER 


NEW YORK—A. B. Dalager, man- 
ager of the Equitable Society at Wil- 
mington, Del., has been appointed a sec- 
ond vice-president, attached to the staff 
of Vice-president W. J. Graham. W. L. 
Gottschall, Chicago manager, was ap- 
pointed director of agencies of the cen- 
tral and western departments attached 
to the staff of Second Vice-president V. 
S. Welch at Chicago. 


New Official’s Career 


Mr. Dalager joined the Equitable in 
1917 as a part-time agent, his life insur- 
ance work being supplemental to his 
position as assistant cashier in an Aus- 
tin, Minn., bank. Earning more as a 
part-time agent than as a cashier, he 
went into the life insurance business 
on a full time basis, later becoming unit 
manager. When W. W. Klingman went 
to the home office as second vice-presi- 
dent, Mr. Dalager served as acting man- 
ager of the St. Paul agency. Later he 
became manager at Wilmington. 

Mr. Gottschall went with the Equi- 
table in 1922. He was immediately 
successful as an agent and was a regu- 





W. L. GOTTSCHALL 


lar member of the production clubs. In 
1926 he became assistant agency man- 
ager and built up an outstanding unit. 
On the retirement of Manager L. H. 
Kellogg, Mr. Gottschall became man- 
ager in Chicago. 


Gottschall Successor Not Named 


Selection of another manager for the 
Chicago agency which Mr. Gottschall 
leaves has not been announced. The 
western department office in 120 South 
La Salle street, Chicago, which houses 
all the agencies of the Equitable there, 
will be moved to larger quarters in the 
building to provide Mr. Gottschall an 
office. He will do much traveling 
through the territory, relieving Mr. 
Welch of that burden. 

As agent he had consistent large pro- 
duction and as a manager his personal 
production has been quite large, averag- 
ing around $500,000 a year but in one 
year being $1,156,000. His unit as an 
assistant manager frequently led the 
Equitable’s midwestern department and 
the Gottschall agency has been continu- 
ously up among the leaders. 











H. Kahler, superintendent of agents 
Indianapolis Life. 

New Organization, 1939—J. 
Wood, manager of general 
John Hancock, 

Selection of Personnel in Sales Man- 
agement, S. N. Stevens, dean Northwest- 
ern University. 


Harry 
agencies 


Three Seminars 


On Wednesday afternoon there will be 
three seminars running concurrently: 

Training and Retraining—Chairman, 
R. B. Coolidge, superintendent of agen- 
cies Aetna Life. 

Developing Men ‘for Management— 
Chairman, James A. Giffin, assistant 
agency manager Phoenix Mutual. 

What Price Business? — Chairman, 
Richard Boissard, vice-president Na- 
tional Guardian. 


Thursday, Nov. 3 


Presiding, E. A. Olson, 
agency officers’ executive 
and president Mutual Trust. 

Selection—The Aptitude Index—Albert 
K. Kurtz, Research Bureau. 

Selection—a Company Program—Rob- 
ert E. Wilkins, supervisor ordinary 


chairman 
committee, 


| agencies Prudential. 


Maintaining the Spirit of the Sales 
Force—S. A. Swisher, Jr., agency vice- 
president Equitable of Iowa. 

Manager-Agent Cooperation—J. G. 
Stephenson, assistant general manager 
and superintendent of agencies London 
Life. 

Let’s Make Selling Fun—H. G. Ken- 
agy, superintendent of agencies Mutual 
Benefit. 

Modern Agency Management: A New 
Responsibility and a Great Opportunity 
—B. J. Perry, president Massachusetts 
Mutual. 





R. C. Johnson Takes 
Los Angeles Office 


PHOENIX, ARIZ.—Promotion of R. 
C. Johnson, agency director here of the 
Arizona branch of the New York Life, 
to agency director of the Los Angeles 
branch is announced. A. F, Lindberg, 
assistant manager in Los Angeles, suc- 
ceeds Mr. Johnson. During his admin- 
istration, the office here has risen from 
97th to the 23rd largest office in the 
United States. 

Mr. Johnson is a native of Arizona. 
He has served th ecompany since 1927, 
having been in charge of the Arizona 
branch since 1923. Mr. Lindberg his 
been with the New York Life for the 
past 15 years in southern California. He 
has been assstant manager the past year. 


“Ad” Conference Committees 


BOSTON—D. C. Gibson, vice-presi- 
dent Maryland Casualty, has been ap- 
pointed chairman of the program com- 
mittee of the Insurance Advertising 
Conference. Other members of the 
committee are S. C. Doolittle, Fidelity 
& Deposit; C. W. Smitheman, Camden 
Fire; F. J. Price, Jr., Prudential; D. J. 
Murphey, Metropolitan Life, and W. J. 
Traynor, British & Mercantile. The 
committee is now completing plans ‘for 
the December meeting of the conference. 

H. H. Putnam, John Hancock Mutual 
Life, is chairman of the standards of 
practice committee. Other members are 





Life Advertisers ip 
Annual Convention 


Program Provides for 
Constructive Thought 
on Greater Service 


At the opening session of the anmal 
meeting of the Life Advertisers Aggo. 
ciation at the Hotel Traymore, Atlantic 
City, Nov. 14, there will be a discys. 
sion of public relations as applied to life 
insurance. Eric Hodgins, publisher of 
“Fortune,” who spoke before the Eag. 
ern Round Table at the spring meeting 
will start the ball rolling with an addres 
on “How the Public Feels About Bug. 
ness.” The point of view of the agent 
on advertising and publicity will fy 
given by R. B. Hull, managing directo; 
National Association of Life Underwrit. 
ers. B. S. Lichtenberg, president and 
manager of the “Institute of Public Re. 
lations,” an authority on advertising 
merchandising and publicity, etc., will 
be another speaker. He will discuss the 
pro’s and con’s of a better job of pub. 
lic relations on part of life insurance, 
He is the author of “Telling the Truth 
About Business” and “Has Business the 
Right to Live?” 


President Kumpf to Speak 


President F. S. Kumpf of the Domin- 
ion Life of Canada, chairman of the 
Canadian institutional advertising com- 
mittee, will tell about the cooperative 
advertising campaign conducted under 
the auspices of the Canadian Life In- 
surance Officers Association. 

At the afternoon session on the first 
day, C. W. Van Beynum, manager of 
the publicity department of the Travel- 
ers, will lead the discussion as to what 
individual companies are doing to reach 
the public through magazines and other 
advertising media. Mr. Van Beynum 
will give the experience with his com- 
pany. 

John Caples, an authority on tested 
advertising copy, will give a talk on 
“How to get the most out of national 
advertising.” He is the author of 
“Tested Advertising Methods,” “Adver- 
tising for Immediate Sales,” and “Ad- 
vertising Ideas.” He is connected with 
the advertising agency of Batten, Bar- 
ton, Durstine & Osborn of New York 
City. He is the originator of the school 
of copy made famous by “They laughed 
when I sat down at the piano” and 
“They grinned when the waiter spoke 
to me in French.” 

Clinton Davidson, vice-president of 
Fiduciary Counsel, Inc., a leading agent 
in the New York district, will talk on 
newspaper advertising. 


How Not to Do It 


There will follow a forum, “How 
Not to Do It,” led by L. L. Howard, 
advertising manager Columbian Na- 
tional Life. This will in a more or 
less humorous way present wavs and 
means of going astray in advertising 
procedure. W. L. Camp, secretary of 
the Life Advertisers Association and @ 
member of the editorial staff of the 
Connecticut Mutual Life; A. H. Cooper, 
Provident Mutual Life, and J. J. Pra- 
ther, agency secretary American Mu- 
tual Life of Des Moines, will participate. 

The entertainment features in Atlantic 


‘City will be in charge of Miss Mary 


F. Barber of the Penn Mutual Life and 
Miss Margaret Stubblebine of the Pres- 
byterian Ministers Fund. They will co- 
operate with Earl R. Trangmar, Metro- 
politan Life, who is entertainment chait- 
man. ; 
Cyrus T. Steven, Phoenix Mutual, is 
president of the association; John 
McCarroll of the Bankers Life of Iowa 
is vice-president; W. L. Camp, Con- 
necticut Mutual, secretary, and Karl 
Ljung, Jr., Jefferson Standard Life, 
treasurer. 








R. S. Walstrom, Continental Casualty, 
and Harry Carlier, Northern Assurance. 
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Prominent Publicity 
Manager to Speak 


—_—_— 








Cc. W. VAN BEYNUM 


One of the chief speakers at the forth- 
coming meeting of the Life Advertisers 
Association at Atlantic City will be C. 
W. Van Beynum, manager of the pub- 
licity department of the Travelers. He 
is regarded as one of the forthright, up- 
standing men in his special line. 








Canada Life Advertisers Elect 


A. L. Cawthorn-Page, Canadian man- 
ager of the publications division of the 
Metropolitan Life, has been chosen 
president of the Canada Life Insurance 
Advertisers Association. E. Marton, 
advertising manager North American 
Life of Toronto, is vice-president and 
W. A. Shields, advertising manager 
Confederation Life, secretary and treas- 


NEWS OF WEEK 


President Holgar J. Johnson an- 
nounces new committees for National 
Association of Life Underwriters. 

Pagel 
* * * 


Home Life of New York reveals fac- 
tors in its high average policy size. 
Pagel 
* * 


Industrial insurance restraints found 
in 15 recommendations to New York code 
committee made by Superintendent Pink. 

Pagel 











* * * 

Dr. Henry Wireman Cook, vice-presi- 
dent and medical director Northwestern 
National Life, has been elected president 
of the Association of Life Insurance 
Medical Directors. 

* * * 

Airline mortality justifies no new lib- 
erality. Page 3 

* * x 


Program is announced for the Life 
Advertisers Association annual meeting 
in Atlantic City. Page 4 

* 


Page 3 


* 


Program is announced for the fall 
meeting of the Home Office Life Under- 
writers Association in New York City. 

Page 5 
* * x 

A. B. Dalager, Equitable Society man- 
ager at Wilmington, Del., becomes sec- 
ond ,vice-president attached to the staff 
of Vice-president W. J. Graham at the 
head office. W. L. Gottschall, manager 
a Chicago, becomes director of agencies 
of the central and western department 
attached to the staff of Second Vice- 
president V. S. Welch. Page 4 

* * * 


sik’ M. Embry, manager of the Equita- 
ble Society at Kansas City, Mo., becomes 
seneral manager for the middle west, 
continuing, however, to be in charge of 
Is agency as heretofore. Page 6 
* * 

0. F. Gilliom of Berne, Ind., has com- 
pleted 24 years of consecutive weekly 
production, Page 10 

- * * x 

pportunities for selli - ‘- 
erage are given. ~~ Page 27 








Home Office Life 
Underwriters Card 


Dr. Hunter, Robotham, 
Menge, Berkeley Cox 
Among Those Scheduled 


Underwriters representing home of- 
fices of most United States and Cana- 
dian life companies will meet Nov. 
17-18 at the Hotel Pennsylvania in New 
York for the last of two regular annual 
sessions of the Home Office Life Un- 
derwriters Association. The sessions 
will be preceded by a meeting Nov. 16 
of the occupational committee. 

Harold F. Larkin, vice-president 
Connecticut Mutual, will open the 
meeting Nov. 17 with a presidential ad- 
dress, and also act as chairman of the 
morning session. 

Dr. Arthur Hunter, vice-president 
New York Life, first speaker on the 
program, will discuss “Forty Years Ex- 
perience in the Selection of Risks.” Sec- 
ond on the program is a talk on 
“Double Indemnity Underwriting” by 
L. M. Robotham, secretary life depart- 
ment Travelers. The last feature of the 
opening morning’s meeting will be a 
discussion led by Walter Menge, Lin- 
coln National. 


Dallas Afternoon Chairman 


W. H. Dallas, vice-president Aetna 
Life. is scheduled to act as chairman 
of the afternoon session which is given 
over to an informal discussion of vari- 
ous phases of underwriting. 

Leigh Cruess, underwriting  vice- 
president of Home Life, will be chair- 
man of the morning session Nov. 18. 
The first topic will be, “Some Excep- 
tional State Laws which Affect Life 
Underwriting,” by Berkeley Cox, as- 
sociate counsel Aetna Life. Mr. Cox’s 
topic will precede discussion sections 
by F. Phelps Todd, vice-president and 
insurance supervisor Provident Mutual; 
and Malcolm Adam, Penn Mutual vice- 
president. 


Three Field Men to Speak 


Three field men, A. J. Ostheimer, III, 
of Philadelphia, Edward I. Brown of 
Boston and Harry O. Rasmussen of 
New York, have been invited to address 
this session. Mr. Ostheimer’s paper will 
be “Suggestions from a Field Man.” 
Presentation of the field point of view 
also will be made in discussions by 
Messrs. Brown and Rasmussen. 

The occupational committee meeting 
will be under the leadership of Harold 
Davies, assistant superintendent Equit- 
able Society. The committee discusses 
occupational hazards in selected indus- 
tries from a health-accident standpoint. 





Small Companies’ Sales Are 
Better on Percentage Basis 


A study of sales trends by size of 
companies made by the Sales Research 
Bureau indicates that the smaller com- 
panies are faring better than the larger 
organizations. 

For the first nine months the com- 
panies in the $400,000,000 insurance in 
force or over class showed a drop of 
22 percent in sales while companies in 
the $150,000,000 to $400,000,000 class 
had a drop of only 12 percent and the 
companies with $150,000,000 or less in 
force had a drop of 13 percent. 

The larger and medium sized compa- 
nies’ September sales were off 17 per- 
cent while the companies under $150,- 
000,000 were only off 7 percent. For 
the first nine months 3 percent of the 
larger companies showed gains while 13 
percent showed gains in September. 
Twelve percent of the medium sized 
companies showed gains both in Sep- 
tember and for the nine months. Among 
the smaller companies 24 percent 
showed gains for the year to date and 
29 percent in September. 























THEY BUILD PRESTIGE! 





and Punch Up Prospects, Too 


EPRINTS of 


advertisements 


in national 


magazines such as the Saturday Evening 
Post, Time, and the National Geographic are 
available to LNL men. Each ad discusses a sales 
plan currently being stressed. A reprint sent to a 
prospect with a pencilled personal note—“Dear 
Jim—tThis brings out what I talked with you 
about last Wednesday”—becomes a powerful 
piece of Direct Mail. Their use builds the Com- 


pany, the man, and the sale. 
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Institute Survey 
Shows California 
Pension Plan Licked 


NEW YORK—A more optimistic at- 
titude toward California state and city 
bonds seems justified in view of the find- 
ings of the American Institute of Pub- 
lic Opinion’s survey of public sentiment 
toward the “$30-Every-Thursday” pro- 
posal. The institute, which has a not- 
able record’ of correctly forecasting elec- 
tion returns, has found that the Cali- 
fornia voters are against the plan by ap- 
proximately two to one. 

The rank and file of both major par- 
ties are opposed to the scheme, accord- 
ing to the survey. Among California 
Democrats the vote is approximately 
three to two against it and among the 
Republicans nearly four to one. 


Variants in Other States 


The California proposal has attracted 
more attention throughout the nation 
than any similar scheme since the 
Townsend plan. Variants of the plan 
have spread to many other states. Sim- 
ilar schemes are being promoted by or- 
ganizations or political candidates in 
Tennessee, Alabama, Colorado, Florida, 


is critically ill. 





Maine, Oklahoma, Louisiana and Wis- 
consin. 

In Kansas there is a movement for 
“$25-every-Tuesday.” A Pennsylvania 
organization is sponsoring a scheme 
with the slogan “$60-after 60.” An Ala- 
bama group has a_ booklet entitled 
“Life Begins at 50 with $30 a Week for 
Life to Every Alabama Citizen 60 or 
Over Without Added Taxes.” 


Uncertainty on Securities 


The probability that any such scheme 
would bankrupt the treasury of any state 
where it might be tried has led to con- 
siderable uncertainty about California 
securities. There were recessions in a 
number of California state or city bond 
issues as soon as it was learned that the 
petitioners of the “$30-Every-Thursday” 
plan had been successful in getting their 
scheme on the referendum ballot. Most 
of these recessions have been made up, 
but the quotations still reflect the uncer- 
tainty that will not be dispelled until the 
election returns are in. 


President E. C. Green of the Pilot 
Life of Greensboro was taken to the 
Wesley Long Hospital there, where he 
There has been little 
change in his condition. 
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‘The moral influence 
due to past performance”’ 


The Midland Mutual Life has been building 
prestige for 33 years. 
ing accomplishments are the following: 


|. An annual increase in admitted assets 
and policyholders’ surplus. 


Gain of insurance in force in all but two 
years (1932-3) of its history with a new 
all-time high now in force. 


Sound investment standards with a net 
interest income of 4% in 1937. 


A continuously low mortality averaging 
40.6% of the expected since organ- 


One hundred fifty-two representatives 
with an average service period of four- 


The Midland Mutual Life Insurance Company 
Columbus, Ohio 


Among its outstand- 











Fete 35th Year of 
Life & Casualty 


Nashville Company Holds 
Founders Anniversary Cel- 
ebration—150 Attend 


NASHVILLE—Life & Casualty of 
Nashville is in the midst of its founders 
anniversary celebration, marking the 
35th year of the company’s existence. 
About 150 field men are on hand. 

The first session Thursday morning 
was opened by an address from Presi- 
dent A. M. Burton, who gave a review 
of the history of Life & Casualty since 
its formation in 1903. He was one of 
the founders and has been its president 
since the first. The other founders who 
are actively connected with Life & 
Casualty are P. M. Estes, general coun- 
sel, and Guilford Dudley, Sr., a director. 
The other founders who are still living 
are Mrs. E. E. Young and Mrs. Helena 
Johnson. Insurance in force of Life & 
Casualty now exceeds $220,000,000. 

The speakers at the various sessions 
include: 

“27 Years in the Field,” A. S. Dartez, 
district manager Lake Charles, La.; 
“Building a Profitable Debit Ordinary 
and Industrial,” Guy Bailey, Jackson, 
Miss.; “Persistency in Ordinary Collec- 
tion,” K. J. Davis, auditor home office; 
“My Friend, the Agent,” J. B. Burton, 
home office representative; “Important 
Factors in Agency Morale,” Floyd 
Lovelace, district manager, Paducah, 


y. 

Also: “Aftermath,” P. M. Estes, Sr., 
general counsel; “Healthy Debit ‘Condi- 
tions,” W. M. Beasley, Savannah, Ga.; 
“My Staff,” H. T. Naugher, superinten- 
dent, Little Rock; “My Recruiting Pro- 
gram,” R. J. Yates, district. manager, 
Rome, Ga.; “The Field Man As a Claim 
Adjuster,” S. M. Wells, manager claim 
department; “Modern Agency Manage- 
ment,” E. L. Tilley, district manager 
Durham, N. C.; “Improved Sales Tech- 
nique,” J. C. Johnson, home office rep- 
resentative. 





Macauley’s Associates Pay 
Tribute on His Anniversary 





DETROIT — Letters and telegrams 
by the score deluged C. A. Macauley, 
Michigan state agent for the John Han- 
cock Mutual Life; on his 40th anniver- 
sary of entering the business. J. Harry 
Wood, manager of general agencies, 
dropped in to convey the felicitations of 
the home office. Members of the Ma- 
cauley agency went over the top in a 
production contest to honor their chief 
and the Detroit Associated Life Gen- 
eral Agents & Managers honored him 
at a banquet. The Detroit Qualified 
Life Underwriters, of which Mr. Ma- 
cauley was the reorganizer and first 
president under the new “qualified” set- 
up, honored him at the October lunch- 
eon a few days before. 


Eckert Is Toastmaster 


C. R. Eckert, general agent North- 
western Mutual, was toastmaster at the 
managers’ banquet at which 30 were 
present. A. C. Utter, general agent New 
England Mutual, who has known Mr. 
Macauley for more than 35 years and 
has himself been in the business for 46 
years, was the spokesman. He praised 
Mr. Macauley’s qualities as a man and 
as a general agent, and pointing out his 
service to the life insurance field in 
many capacities. Other speakers in- 
cluded Jack Rabinovitch, Northwestern 
Mutual, Flint, president of the Michigan 
State Association of Life Underwriters, 
and J. H. Kennedy, Equitable, president 
of Qualified Life Underwriters. 

Mr. Macauley was the guest of his 
agency force at a luncheon at which 
the success of the agents’ production 





General Manager ae 
for Middle West 





A. M. EMBRY 


A. M. (“Pick”) Embry, manager 
Equitable Society in Kansas City since 
1924, has been appointed general man- 
ager for the middle west. While Mr, 
Embry will continue to manage his 
agency, which now stands second only 
to the Woods agency in Pittsburgh, he 
will be available for consultation among 
his colleagues in the middle west. This 
is in line with the company’s desire to 
make available to other managers the 
field experience and background of a 
manager of the outstanding qualities of 
Mr. Embry. 











“Read Policy Week’ 
Creates Good Will 


SAN FRANCISCO — Emphasizing 
the importance of “Read Your Policy 
Week” as proclaimed by Governor Mer- 
riam of California, Commissioner Goot- 
cell said that many times the insured is 
not fully informed as to the exact cover 
age of his policy and his requirements 
may have changed since he purchased 
his policy so that he needs additional 
protection. He said that 99 percent of 
the companies and 99 percent of the in- 
sured do business on a fair basis and 
that 99 percent of the controversies be: 
tween companies and policyholders arise 
because the policyholder thought he had 
coverage for which he had not applied. 

The only answer to this situation 1s 4 
better understanding between assured 
and insurers brought about by having 
the assured read their policies and to 
consult with their agent or broker om 
questions which are not clear. A 

Much of the insurance departments 
work would thus be eliminated and 
goodwill created. 7 

L. M. Giannini, president of the Ocel- 
dental Life, in declaring the efforts 
“worthy of strong endorsement, pe 
“It is a good thing both for the insure 
and the companies themselves. It 
good public relations because it should 
remove any idea that policies contain 
hidden clauses calculated to rob the 
holder of the protection he has pur 
chased. Thus it will strengthen public 
confidence in the integrity of their ™ 
surance carriers.” 
oe 


contest to produce $10,000 for each a 
of his participation in the busimess "4 
ing a six weeks’ period was announc . 
H. J. Krutsch, the toastmaster, nee § 
ed applications for $449,733 of new = 
ness, 12 percent more than the i. 
as a token of regard for Mr. Macaw. 
D. L. Schneider, chairman OF i. 
agents’ committee for the contest, i 
tributed production prizes. 
Krutsch won the award for Vv 
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September Ordinary Sales 
Off But Trend Is Upward 











ordinary sales were off 16 
percent compared to last year but an 
improvement in trend was shown as 
sales for the year to date are off 21 
percent, the Sales Research Bureau re- 
ports. The west, south, central, and 
mountain states are faring best as the 
table below shows. Four states were 
ahead of last year in September: Wy- 
oming, up 37 percent; Nevada, 21 per- 
cent; South Dakota, 7 percent, and Ari- 
zona, 2 percent. New York state sales 
were off 13 percent, with New York 
City off 18 percent. Illinois showed an 
18 percent decline in September while 
Chicago was off 16 percent. Ohio was 
down 24 percent and Cleveland 28 per- 
cent. Michigan was off 30 percent, De- 
troit 28 percent. Pennsylvania was 
down 18 per cent, as was also Philadel- 
phia. California was off 14 percent and 
Los Angeles only 8 percent. Missouri 
was down 11 percent and St. Louis only 
3 percent. Massachusetts was off 14 
percent and Boston 9 percent. 
The sectional figures follow: 
September, 1938 Year to date 


Sales Ratios Sales Ratios 
Volume 19388 Volume 1938 
t i 


September 


in oO in to 

$1,000 1937 $1,000 1937 

U. S. Total. .$428,482 83% $4,400,516 79% 

Sections: 

New Eng. 28,648 79 313,912 73 
Mid. Atl... 112,049 85 1,197,764 76 
E. N. Cen. 90,542 77 944,061 75 
W. N. Cen. 45,864 88 464,038 89 
S. Atlantic 42,111 85 417,808 82 
B. 8. Cen. 19,504 84 181,142 83 
W. S. Cen. 36,175 90 373,565 94 
Mountain 13,428 94 128,545 88 
Pacific 40,161 85 379,681 85 





Kerr Republican Candidate 
OKLAHOMA CITY — Owing to 


press of business, Tom B. Reed, mil- 
lion dollar producer of the Great South- 
ern Life, Oklahoma City, nominated on 





the Republican ticket for insurance 
commissioner of Oklahoma, has with- 
drawn his name from the ballot and 
W. R. Kerr, an attorney and accountant 
of Tulsa, was substituted. 

Mr. Kerr is 59 years of age, born in 
Clay county, Ill., and spent his younger 
years in southern Indiana. He was 
admitted to the bar in 1910 and has 
specialized in insurance law. 





National Life Wins Action 
on Non-Refund Annuity 


The Illinois appellate court, third dis- 
trict, has given a decision for National 
Life in an action brought by American 
State Bank of Bloomington as execu- 
tor of the late Edith Neville, seeking to 
set aside four non-refunding annuities 
issued by National Life to Edith Neville 
during her lifetime. 

Miss Neville bought these annuities 
during 1935 and 1936. Only a few 
monthly and quarterly payments had 
been made by National Life when Miss 
Neville died. 

American State Bank alleged that at 
the time the contracts were made Miss 
Neville was 50 years of age, was af- 
flicted with incurable maladies, that the 
payments for the contracts were based 
on an accepted annuity table under 
which Miss Neville’s life expectancy 
was considered to be 26 years although 
it was, in fact, less than 12 months. 
The bank contended that under the al- 
legations the issuance of the particular 
contract was against public policy. 

The appellate court stated that in the 
absence of any allegation that Miss Ne- 
ville was in any way incompetent or 
that any actual fraud, misrepresentation 
or concealment was practiced on her, 
or of any fiduciary relationship between 
the parties, or that National Life had 
any knowledge of her physical condition 
which she herself did not or could not 
have had if she had so desired, the 
silence of the executor as to the nature 








Chief Speaker 








BEHAN 


JOSEPH C. 


Vice-president J. C. Behan of the 
Massachusetts Mutual will be the chief 
speaker at the banquet of the Life Ad- 
vertisers Association at its annual meet- 
ing in Atlantic City, Nov. 15. Mr. Behan 
is noted for his salty expressions and 
sparkling wit. 








of her infirmities or the cause of her 
death, the complaint did not state the 
cause of action. 





Open Oklahoma City Season 


The General Agents & Managers Club 
of Oklahoma opened its season Oct. 





Tentative Program 
for Commissioners 


The tentative program announced by 
Secretary Jess G. Read of Oklahoma 
for the mid-year meeting of the Na- 
tional Association of Insurance Com- 
missioners in Des Moines Dec. 5-7 in- 
cludes an address by G. S. VanSchaick, 
vice-president New York Life and for- 
mer New York superintendent, at the 
opening session Monday morning. 
Commissioner Ham of Wyoming, first 
vice-president of the assoc:ation, will 
respond to addresses of welcome by 
the governor of Iowa, the mayor of 
Des Moines and a representative of the 
Des Moines chamber of commerce. 

The first afternoon will be reserved 
for committee meetings, following an 
association luncheon at the Fort Des 
Moines hotel, convention headquarters. 
A general session will be held Tues- 
day morning and that same afternoon 
committees that met Monday will re- 
port. 

Although the entertainment program 
is not yet completed, it will be intro- 
duced by a reception at the hotel, Sun- 
day evening, Dec. 4, and supplemented 
with drives, sightseeing and similar fea- 
tures. The banquet is scheduled for 
Tuesday night. Monday night a stag 
party will be given for the men 
and a Pamunkey ceremonial presented. 
Entertainment for the ladies includes a 
luncheon and style show Monday at 
Younker’s tea room, and an afternoon 
bridge party, Tuesday. 

A large attendance is indicated. Many 
commissioners have signified their in- 
tention of going to New York the 
week preceding to attend the Life Presi- 
dents convention. 








17. <A round table discussion of the 
benefits received from the annual con- 
vention at Houston was held. 








Home Office 


NORTHERN LIFE TOWER 
Seattle, Wash. 


D. B. Morgan, President 














Assets, $17,222,571.00 


COMPLETE PROTECTION 
for your POLICYHOLDER 


$2500.00 Lite Insurance (Ordinary Life, all forms of life ins. issued) 
5000.00 Accidental Death. 
7500.00 Automobile Accidental Death. 


100.00 Per month Indemnity for any Accident or Sickness and in addi- 
tion Hospital Benefits and Specific Indemnity for loss of 
hands, feet, or eyes. 


Premiums at Select Classification 
Annual Quarterly 


+i tad epee See e eS $ 71.33 
84.55 
106.63 


ee OC 846 €6 66 ER 6 SO 


Under this and similar policies the 
Company has paid 70,000 claims. 


For direct contracts with Home Office in the states of Minnesota, Missouri. 
Nebraska, and Kansas communicate with 


NORTHERN LIFE INSURANCE CO. 


Established 1906 


Life Ins. in Force $100,464,605.00 
Including A. & H. $144,202,025.00 


Monthly 
$6.40 
7.60 
9.60 


$18.71 
22.18 
27.98 
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Airline Fatalities 
Forbid Liberality 


(CONTINU RD FROM PAGE &) 


fective. Sometimes, however, they are 
not effective enough and another crash 
is chalked up 

When air travel gets to the pomt 
where it can be independent of weather 
it will have overcome the principal rea- 
son why life insurance actuaries and 
underwriting officials regard scheduled 
ving as measurably more dangerous 
than other types of transportation, Ex 
periments are constantly being cor 
ctucted with devices to keep pilots trom 
getting losg and to enable them to land 
at aieports no matter how poor the 
Vistbabity Because ftathure to. clear 
mountain ridges has caused serous ac 
cndents, a safety device that is now be- 
ne tried out, the “absolute altimeter, 
wilt be a bie satetw factor. It tells the 
ship's height, not above sea level Dat 
above the ground over which it is ving 

The aviation statistics tndicate that 
the more hberal hfe companies have 
the scheduled Aying risk sized up about 
right The more conservative attitude 
of other companies has been due less 
to a distrust of the statistics oF an ur 
withmgmess to foster the progress of 
aviation than to doubt as to the death 
ate Staying as good as it has been 


Risk Closely Appraised 


With the volume of flyimge that is be 
me dome and the steadimess of the he 
wes for the last few years, it ws Deheved 
that st is possible to appraise the death 
risk im scheduled flying fairly closely 
\my marked rise would noe indicate an 
wpward trend but merely a chance tuc 
tuation as im the case of the exception 

¥ good wears Of 1933 and 2935, unless 

ate stayed up for several years. 
s stilt considerable vartation 
attitude toward scheduled fying 
the companies which are mrost 
me the most conservative ta tl 
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‘Preside at LISRB-ALAO Sessions 


STOCKS 
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CAMEO RCI 
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SESSION 
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“averag 
\etma 


Dre rhaps 


AVETALVE € 


scheduled fivinge 


Peay 


rt 


$40.00 


lreants 


H. W. Cornelius of Bacon, 
& Co, 135 South La Salle street, 
cago, gives the following stock 
thons tor hfe companies as of Oct 

Par Div.* Bi 

Aetna Life ..... 10 1.25 
Central ML .... 10 
Cent. States Life 5 
Columb. Nat. L. 
Conn, General .. 
Centh Assurance 
Federal Life ~~. 
Great Southn. L. 10 
Kan. City Life. .10@ 
Life & Cas...... 3 
LineolIn Natl. 
New World 
No. Amer. Life.. 
N. W. National... 
Ohie National 
Ola Lime Life... 
Sun Life. Can... 
Travelers 
Unien Cen 
Wis. National 

*Includes extras. 


limit without a rating or a rider. Wher 
the company’s full retention is being 
applied for, the Limit is 10 flights or 
20 hours a year. 
Where the amount of fying is beyond 
KE A, OLSON what a2 company will take standard or 
. = , | the aviation risk is such that either the 
preside mext Tuesday at + ‘ re 
F — » a 4... ECOMmpany or the appheant preters to 
Agency Officers and Sales p70 * Se Soe eC 
Chicago. At the Thersday | BAe te pomcy tssued without a rating, 
eS ce: Life, | Se aviation exclusion rider permits 
ype ogg _ issuance at standard retes. The appli- 
— camt them covers the aviation hazard 
with a policy which covers only this 
particular risk. A member of such poli- 
cies are available. Some are ftke regular 
unpossible to say wi he jacetdent pohkectes amd others can be 
degree of ltberaltty : bought at the airport merely to cover 
ts probably typreal. thous the trip om which the msured is em- 


a hktth more hberal than ti barking 


Ompany mr tt itude t rt Following are deaths 


Li the application is | scheduled airline operations 

@ or less, the Aetma will take | through July of this 

4® fights or thyme 
the application 


oo houwrs 








THRIFT — 


the preparation during produc- 


tive years for the emergencies of 
busimess needs, untimely death, 
old age, with a full program of 
life insurance—a preparation 
planned and maintained for in- 
telligent men and women by the 
policyholder service of Girard 


Life agents. 


GIRARD LIFE 


INSURANCE COMPANY OF PHILADELPHIA 
Ovpomte Independence Hall 
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Would Reduce Cost 
and Sales Pressure 
In Industrial Line 


(CONTINUED FROM PAGE 1) 


amounts of insurance on chidren, the 
deparunment urges luat tae amount of 
msurance on juvenues should be im- 
teu vy 1aW as tOuOws: Under one year 
or age, >100; under two years Of axe, 
3~z0u, unaer tuiee years, ouu; thice 
years Qu vut Unuer cel years Oid, S+vv. 
“4 standard provision requiring tne 
payment of Cash surrender vaiues on 1- 
uustlla: poueics In force more than tour 
years 1s 1ecommended by Mr. Pink. He 
aiso suggests a standard provision im 
naustriat poucies proviaing ror tne pay- 
ment of ponucy proceeas to a named 
benenciary m-case of death, i 

‘he superintendent asks authority to 
disapprove provisions in insurance poi- 
ies Which are not Cicar or might be 
misieauing, so that tne basic Cause ol 
qissasiacuon witn disability and doubie 
indemnity provisions might be removed. 
He also would have tne law require 
compames to inform hoiders of lapsed 
poucies within six montns after the 
iapse of the amount and form of non- 
forfeiture Denes availavle to them. 


Urges Separate Financial Reports 


A survey conducted by the depart- 
ment snowed that statements someumes 
maue that industria! poucynoiaers con- 
tribuie to the surplus of oraimary poncy- 
hoiders are not true. However, in oraer 
to minimize the possibiuty of such criti- 
cism, Superintendent Pink believes it 
advisable to require a company to file 
a separate and complete annual state- 
ment of income and disbursements for 
its industrial department and for its or- 
dinary department, as well as a state- 
ment for the company as a whole. 

The suggestions result from a survey 
extending through ‘several months 
which was conducted by the department 
in othces of the Metropolitan Life, and 
from conferences held with representa- 
tives of other companies and of the 
public. 


Many Persons Affected 


Che recommendations are of consid- 
erable importance to a large number of 
residents of the state of New York.. As 
of Dec. 31, 1937, thure were approxi- 
mately 13,580,000 industrial policies in 
torce on the lives of residents of the 
state, involving a total of $3,812,750,000 
of insurance. 

it was discovered during the survey 
that while industrial life insurance is 
conducted on sound actuarial principles 
there are some weaknesses, ‘many of 
them due to the retail nature of the 
dusiness, which result in excessive lapse 
and in costs which appear too 
1 in relation to. the cost of ordinary 
insurance. The high lapse ratio, the 
survey indicated, results largely from 
ugh pressure selling methods which 
t despite efforts of company man- 
ent to curtail such practices. The 
igh lapse ratio contributes to the high 
cost of industrial life insurance. 





ratios 


















Company Efforts Recognized 


“T 


It is recognized that the companies 
‘themselves have done much to ameli- 
sate the abuses of industrial insurance,” 
Superintendent Pink’s report states. 
‘For years the primary purpose of in- 
custrial insurance was to provide money 
tor the funeral of the insured or rela- 
Largely due to progressive com- 
administration, it has in recent 
rs become more like ordinary insur- 








a 
Ves. 


pany 





ance in purpose and in form. The pur- 
pose of this report, however, is to ex- 
becite modernization of the business. 

_ lwo outstanding causes for criticism 


‘arge number of lapses. While both of 
these can be mitigated they are to some 
extent inherent in the nature of the 
cusiness. But there is another serious 
‘riticism which cannot be entirely elim- 
mated by law and must be met by 








Named for Acacia 








ACACIA CROWELL 


Fifteen years ago Charles W. Crowell, 
who represents the Acacia Mutual Life 
in Charleston, W. Va., christened his 
little daughter for the company he 
serves. Today, Miss Acacia Crowell 
has the unique distinction of being the 
only namesake of the Acacia who is a 
policyholder. 

She completed junior high school in 
Charleston last spring, and immediately 
afterwards her father, one of the con- 
sistent leaders in production, submitted 
his daughter’s application for a policy. 

In writing the home office about his 
daughter’s policy, Mr. Crowell said: “I 
feel that no agent who is eligible to 
buy life insurance can successfully sell 
Acacia life insurance unless he owns 
some of it himself... . An agent should 
also carry life insurance on his own 
children, as this will make his sales 
argument quite a bit stronger in trying 
to sell his neighbors’ children.” 








vigorous effort of management. This is 
high pressure salesmanship. There is no 
doubt ‘but that this underlies the weak- 
nesses of industrial imsurance and_ is 
perhaps more subject to just criticism 
than any of the other matters. Compe- 
tition and a long course of business 
experience has undoubtedly brought this 
about. It will take considerable courage 
and effort to alter the situation but this 
is exactly what the companies are called 
upon to do. They must exercise their 
best leadership in an effort to put the 
sale of industrial insurance on a higher 
plane. Quality, service to the public and 
not mere production must be the goal.” 


Aided by Committee 


Mr. Pink was assisted in the prepara- 
tion of the report, which is being printed 
for public distribution, by a committee 
which included as representatives of the 
public Abraham Epstein, executive sec- 
retary of the American Association for 
Social Security; Henry Epstein, solici- 
tor-general of New York state, and 
Maurice Taylor, executive director of 
the Federation of the Jewish Philan- 
thropies of Pittsburgh; as representa- 
tives of the companies, F. B. Gerhard, 
associate actuary, and Carroll M. 
Shanks, associate general solicitor of 
the Prudential, and C. G. Taylor, Jr., 
second vice-president, and F. M. Smith, 
third vice-president Metropolitan Life, 
and the following members of the in- 
surance department staff: Prof. E. W. 
Patterson, chairman, committee on in- 
surance law recision, L. M. Gardner, 
counsel, R. R. Boyer, secretary, advi- 
sory committee; D. F. Broderick, prin- 
cipal examiner life bureau; C. C. Du- 
buar, principal actuary; H. L. Feay, 


associate actuary, and M. S. Weinstein, 
actuary and examiner. 

The members of the joint legislative 
committee for recodification of the in- 
surance law are: Senators O’Brien, 
Esquirol,. Garrity, Hampton, Farrell, 
and Assemblymen Piner, Conway, Mo- 
ran, Reoux and Wright. 


Sun of Canada Leaders 


Agency honors in the United States 
divisions of the Sun Life of Canada for 
September were captured by Max Moch, 
Canton, O., with S. Asato of Hawaii as 
runner-up. Mr. Moch led the entire 
company in personal production for the 
month to justify his title of vice-presi- 
dent-at-large of Macaulay Club for the 
current year. Mr. Asato, in second 
place and with an enviable record of 19 
consecutive special mentions, retains the 
position of top-ranking western U. S. 
producer for the year to date. In the 
central division, A. W. Doenges of Chi- 
cago placed first for September while 
his branch was showing a 76 percent 
increase over the corresponding month 
last year. Others who ranked among 
Sun Life’s “Top Dozen” included Max- 
well Kunis, Newark; A. R. MacSwain, 
San Francisco; H. Meigs, Boston, and 

L. Stevens, Jacksonville, Fla. 





on Policy Loans 


MINNEAPOLIS — Repayment of 
loans by borrowers on their life policies 
turned upward in the third quarter of 
1938, after running 15 percent behind 
1937 for the first six months, according 
to the nine-months’ report of North- 
western National Life. Its total policy 
loans showed an increase to $9,613,591 
as of Sept. 30, 1938, compared with $9,- 
253,586 as of the same date a year ago, 
which is only about half the ratio of 
increase in policy reserves over the same 
period. In the same time, however, the 
size of the average individual loan out- 
standing has climbed to $347.73, sub- 
stantially larger than a year ago, when 
the average borrower’s obligation on his 
policy was $316.35. 

Policy loan repayments for the three 
months ended Sept. 30, 1938. were $119,- 
229.91, compared with $110,608.70 in the 
corresponding auarter of last year, the 
report shows. Repayments for the first 
six months of 1938 were $260,545.48, 
compared with $306.738.60 naid off by 
borrowers in the first half of 1937. 


R. R. Gray, 62, for 13 years with the 
New York Life in Lincoln, Neb., was 
killed in a hunting accident. 
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HE STATE LIFE of Indiana offers a wide 

range of policies to provide retirement 
incomes. ... Endowment policies maturing 
at various ages, in two to twenty years, and 
at five-year intervals afford individualized 
service. . . . Comprehensive Installment 
Options and suitable supplementary agree- 
ments enable the State Life Representative 
to serve the exact needs of his clients. ... 
State Life issues up-to-date policies from 
ages one day to sixty-five years. Many of 
these policies can be merged finally into a 
Retirement Income plan... . State Life offers 
agency opportunities for those qualified. 
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THE 


STATE LIFE 


INSURANCE COMPANY 


Indianapolis 
Indiana 


AN OLD-LINE MUTUAL COMPANY FOUNDED 1894 
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Pennsylvania Holds 
Managers Congress 


(CONTINUED FROM PAGE 3) 


Association; G. H. Moore, general agent 
State Mutual, ee E. H. Schaef- 
fer, Harrisburg; W. S. Tiffany, super- 
intendent a. hey Scranton, and 
W. H. Andrews, Jr., Greensboro, N. C. 

Speakers at a luncheon intermission 
in the training conference were Holgar 
Johnson and Irvin Bendiner, New York 
Life, Philadelphia, counsel Pennsyl- 
vania State Association of Life Under- 
writers and Philadelphia Life Under- 
writers Association. 

Some suggestions on stimulating the 
so-called marginal producer into profit- 
able production were given by W. H. 
Andrews, Jr., home office general agent 
of Jefferson Standard Life of Greens- 
boro, N. C. Mr. Andrews was just 
recently elected a trustee of the Na- 





tional Association of Life Underwriters. 

Joint work which helps the agent 
make some money, is one of the best 
methods of stimulation that exists, he 
said. Care must be taken, however, 
that this procedure does not cause the 
agent to feel he is dependent on outside 
help. Mr. Andrews frequently makes 
the agent believe that Mr. Andrews is 
doing the joint work because of his 
interest in getting a slant on the opera- 
tions of the agent himself. 

The commission is split 50-50 when 
Mr. Andrews and the agent do the pros- 
pecting together as well as the selling. 
Where Mr. Andrews is brought in to 
help close a case that has already been 
worked up, he makes no charge. 

Mr. Andrews says he always stays 
with the agents until they have written 
some business. 

Other methods of stimulating the 
marginal producer are to impress upon 
him the value of proper work habits, to 
inculcate in him a deeper belief in life 





DON’T NEGLECT THIS MAN! 


The prospect who says “some day I will take a 


policy” or “I intend to, later” challenges the 


best efforts of the life insurance salesman. 


Such a man may be exposing dependent women 


and children to distress. 


For their sakes you should convince their 


provider of the danger in waiting. 
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insurance. That can be done, for in- 
stance, by having the agent deliver 
death claims, dividend or monthly in- 
come checks. Mr. Andrews said he 
seeks to drill the marginal man on 
fundamentals, seeing that he has a sales 
talk that “clicks.” 

Mr. Andrews seeks to keep in close 
personal touch with the agents, espe- 
cially the marginal producer who fre- 
quently is a detached agent. 

Another scheme is to have the agent 
perform some service for the agency or 
the manager, such as conducting an 
agency meeting, handling some public- 
ity work. 

If the agent will agree to call on 100 
selected prospects during the month, 
Mr. Andrews agrees to circularize that 
list free and give the agent 100 leather 
bound note books with the prospect’s 
name embossed in gold. 

All the various motivating schemes 
should be directed to getting the agent 
to the point where he does not have 
to be prodded into work and where he 
feels a natural urge. 

The marginal producer is required to 
make daily reports to the office. Mr. 
Andrews seeks to get the marginal man 
interested in civic and community enter- 
prises. Jefferson Standard does radio 
advertising and lets the individual agent 
sponsor a program. 

Henry Bossert, Jr.. manager agency 
research department Provident Mutual 
Life, gave a talk at Hershey, “Your 
Present Organization, Is It Profitable 
or Is It Costly?” 

In seeking to make an agency more 
profitable, frequently the factors of sav- 
ing expenses and improving quality of 
business, he said, are underrated in 
comparison with the factor of increas- 
ing production. 

Expenses of maintaining old insur- 
ance in force have been fairly stable 
during the 1930’s, Mr. Bossert said. 
Expenses of acquiring new business, 
however, have risen rapidly. Many 
agencies are manned with sufficient 
clerks to handle a much larger volume 
of business than is immediately avail- 
able. Many have costly office space 
which is not occupied by profit- produc- 
ing agents. A magnifying glass can 
well be applied to the clerical salary and 
rent items as well as to the lesser items 
in an expense budget, he said. Super- 
visory expense is subject to special 
measurements, being related to the addi- 
tional business done by reason of the 
supervisor's presence. 

So far as quality of business is con- 
cerned, the directly controllable meas- 
ures of quality which affect expenses 
are persistency, average size of policy 
and collection frequency. Also the 
average premium directly affect profits 
though not expenses. An agency has 
a large degree of control of quality 
when it is developing new agents at an 
aggressive rate. 


Dr. H. W. Cook New Head 
of Medical Directors 


(CONTINUED FROM PAGE 3) 


is a director and past president of the | 
Life Office Management Association. | 
He has served as both first and second | 
vice-president of the Association of Life | 
Insurance Medical Directors and is a| 
| lecturer on insurance medicine on the } 
| faculty of the University of Minnesota. | he 
| He has been connected with the North- | 
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Twenty-four Years of 
Weekly Applications 





0. F. GILLIOM, Berne, Ind. 


Another milestone in a remarkably 
consistent production record was 
reached last month when O. F. Gilliom, 
general agent for the Lincoln National 
Life in Berne, Ind., completed 24 years 
of consecutive weekly production. His 
record now stands at 1248 consecutive 
weeks of producing at least one applica- 
tion each week. 

Consistency is not the only character- 
istic of Mr. Gilliom’s work, however. 
Six times during his 28 years with the 
Lincoln National he has led all field 
men in personal paid production for the 
year. He has qualified for convention 
clubs 22 times. On 18 occasions he has 
won membership in the Minute-Men 
Club, top honor club. In years of serv- 
ice, Mr. Gilliom is third ranking mem- 
ber of the Quarter Century Club 

Mr. Gilliom’s record is all the more 
remarkable when the obstacles he has 
overcome are considered. When he be- 
gan to sell life insurance in Berne in 
1910, not only was he a young and 
inexperienced agent for a young and lit- 
tle known life company, but also he was 
confronted by religious opposition to 
life insurance itself. Berne is populated 
largely by people of the Mennonite 
faith, who, at that time, considered life 
insurance a form of gambling on one’s 
life and therefore something to be dis- 
couraged. Mr. Gilliom not only had to 
sell life insurance policies, but he also 
had to show his prospects that life in- 
surance is both morally good and so- 
cially useful. 


Government Cover 


| Is Real Danger 


(CONTINUED FROM PAGE 1) 


to do with the stability and progress of 
the American people and which has 
within it enough of inspiration to make 
men lift their eyes to the heights. 
As to his plans for the future of the 
department, Commissioner Goodcell said 
had been in office too short a time 
to make expression but he pointed out 
that he is inviting representatives of all 
groups within the business to sit down 


| together that a well-rounded program 


of legislation may be laid before the leg- 


= j islature when it convenes next January. 
Wilson agency | 


High tribute was paid Commissioner 
Goodcell by W. H. Menn, president Na- 
tional Association of Insurance Agents 
who followed him on the program. Mr. 
Menn urged support of agents and com- 
panies in seeing that proper laws are 
enacted and the proper legal setup 
made to put the commissioner’s pro- 
nto operation. Without such 


| plished. 
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Factors in Home's 
Position Analyzed 


(CONTINUED FROM PAGE 1) 


income group and that there was a dis- 
tinct place for a company which special- 
ized in the type of life insurance service 
required by the higher income group.” 
Mr. Fulton pointed out that a com- 
pany cannot get to this higher income 
group merely by telling its agents that 
it would like them to get their business 
from people with higher incomes. It 
requires not only careful planning but 
a long and sometimes tedious job. of 
education to enable the field organiza- 
tion to carry on the type of activity that 
meets the needs of the higher income 
group. It also requires the setting up 
in the home office of the type of organ- 
ization which can meet the type of prob- 
lems which this sort of sales activitiy 
generates. 
Key is “Planned Estates” 


The Home Life’s “planned estate” 
system has been in operation for five 
years. As the sales organization has 
been educated to do a complete planned 
estate job its average sized policy has 
steadily increased and the use of settle- 
ment options, which is the inevitable 
result of planned estate activity, has 
also increased. This has necessitated a 
steadily expanding department of ex- 
perts to handle the legal and actuarial 
problems connected with making effec- 
tive use of the settlement options which 
are an integral part of the planned es- 
tate method. 

Another development having a direct 
bearing on the Home Life’s high aver- 
age policy is that policies sold on a 
planned basis (as evidenced by the fact 
that settlement options are used) are 
of substantially larger size than policies 
where no settlement options are used. 
This would, of course, be found to be 
true of the business as a whole, for it 
merely means that people in higher in- 
come groups buy larger policies and use 
settlement options on them more gen- 
erally. Following is a breakdown con- 
trasting average policy size with and 
without settlement options according to 
income groups: 


AV. policy Av. policy 
with without 

settlement settlement 
Incomes option option 
Over 75,000... %..-0 $8,381 $7,962 
$3,000-$5,000 ..:... 5,7 3,631 
$1,500-$3,000 ...... 4,704 2,600 
Under $1,500 ...... 4,167 1,535 


Reason fer Exceptions 


Pointing out that the difference be- 

tween policies with settlement options 
and those without is relatively small in 
the income group over $5,000, Mr. Ful- 
ton said that this is largely due to the 
fact that many policies in this higher 
income group are issued for business or 
tax purposes where settlement options 
are not used. He called particular at- 
tention to the fact that in the middle in- 
come group planned estate activity does 
substantially increase the average size 
policy. 
_ The Home Life’s conclusions drawn 
from its study of factors resulting in 
its high average policy is that while a 
large average contract is highly desir- 
able both from the standpoint of com- 
pany expenses and agents’ earnings, it 
must be realized that the whole process 
requires careful planning in the home 
office, calling for the expenditure of 
time, money, and patience in the build- 
ing of the'type of. organization that can 
provide, the type of service necessary to 
accomplish the desired end. 





Talks on Business Insurance 


S. J. Foosaner, Newark attorney, 
spoke at an agency meeting of the New- 
ark branch office of the Phoenix Mu- 
tual Life, of which L. D. Harrison is 
manager, on “Legal Aspects of Busi- 
ness Insurance.” 





Social Security Slide Rule $1. Order 
trom The National Underwriter. 








New Secretary 








FRANK J. TRAVERS 


Frank J. Travers, second vice-president 
of the Lincoln National Life in charge 
of bond investments, who was elected 
secretary of the Financial Section of the 
American Life Convention, entered the 
University of Michigan, taking the en- 
gineering course and after two years he 
transferred to the Massachusetts Tech. 
He graduated there in 1923 in business 
and engineering administration. He then 
went immediately as sales research man- 
ager for the Eli Lilly & Co., Indian- 
apolis pharmaceutical manufacturers. 
He was there six years when he went 
with the Lincoln National as investment 
research manager. While there he es- 
tablished the investment research de- 
partment and later was made financial 
secretary. He was elected second vice- 
president in 1936. 








Celebrities Taking 
Travelers Course 


A well known retired Chicago banker, 
a big league baseball pitcher, a Shang- 
bai business man who was aboard the 
“Panay” when it was bombed and a 
member of the 1937 Harvard champion- 
ship crew are four of the 45 men en- 
rolled in the current class of the school 
for life agents conducted by the Trav- 
elers in its home office. The Chicago 
banker is R. H. Brunkhorst, formerly 
comptroller of the Harris Trust & Sav- 
ings Bank in Chicago. He is an author- 
ity on trusts and is well known in the 
banking field because of his many ar- 
ticles in banking publications. He re- 
signed during a period of ill health, 
and now intends to become an insur- 
ance agent. 

Frank H. Vines, another member of 
the class, had been 26 years with the 
British-American Tobacco Company 
when the Sino-Japanese war broke out. 

The big league pitcher is Loe O. 
Rogers of the Brooklyn “Dodgers.” A 
graduate of the University of Alabama, 
Mr. Rogers was a pitcher for the Bos- 
ton Red Sox three years prior to join- 
ing the Dodgers last summer. 

John H. Gardiner of Gardiner, Me., 
was fifth oar on the Harvard crew of 
1937, one of the best racing crews in 
American collegiate athletics. 





Moore Quits Oklahoma 
Board; Siegfried Is Successor 


OKLAHOMA CITY—A. C. Moore 
has resigned as secretary of the Okla- 
homa insurance board to become gen- 
eral manager of the National Mutual 
Casualty of Tulsa. He was appointed 
14 months ago to succeed S. W. Phil- 
pott, resigned. Previous to that he had 
served for little more than a year as 
manager of the state fund. He con- 
ducted a local agency at Bristow, Okla., 
for five years. 

His successor as secretary will be 
Robert M. Siegfried of Tulsa, who is 
with the R. H. Siegfried agency there. 


WHY? 


THE COLUMBIA LIFE 


INSURANCE CO. 
CINCINNATI, OHIO 


BECAUSE 


We issue 
Participating and Non-Participating 
Monthly Premiums, if desired. 
Juvenile Insurance, one day up. 
Annual Renewable Term. 
Special Ordinary Life, $2,500 minimum. 

Family Income, $2,500 minimum. 
20 Pay Life Coupon Policies. 

20 Year Endowment Coupon Policies. 
Single Premium, Ordinary, 20 and 30 Year Endowment. 
All Standard Forms of Policies. 
Home Office Helps and Supervision. 
Direct Mail Advertising. 

Liberal Commission Contracts. 

Long Time Renewals. 

Agencies open in 
OHIO—INDIANA—KENTUCKY 
write 
William H. West, Superintendent of Agents 
Cincinnati, Ohio 
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HIS may be your real opportunity—don’t knock. Simply 
write to the Agency Department of the United Life and 
Accident Insurance Company for the full story about our 
combination contract—life, containing double and triple indem- 
nity, with weekly accident protection, non-cancellable and non- 
proratable. 
United Life and Accident Insurance Company agents increase 
their earnings selling this combination life and non-cancellable 
accident insurance. 


Do you want to increase your earnings? 
OPPORTUNITY KNOCKS—ACT NOW 


Address your letter to: 


William D. Haller, Secretary and Agency Manager 
United Life and Accident Insurance Company 
Concord, New Hampshire 

















HeNATIONAL UNDERWRITER 


October 28, 1935 


—_—_—.. 














Epitrori1at CommenrT 








Diversification as to 


| Lire companies learned from the de- 
pression the great desirability and even 
hecessity of diversity so far’ as invest- 
iments were concerned. This meant not 
only diversity as to classification but 
also diversity within each classification. 
The hardest blows from an investment 
standpoint’ came from what might be 
calied the jumbo investments, that is, 
large blocks taken from a single bor- 
rower. The inability of a large debtor 
to meet its obligations left a company 
with a heavy load. 

In like manner companies learned that 
diversity in agency appointments was 
desirable. For instance those compa- 
nies that depended almost entirely on 
rural agents soliciting farm business re- 
ceived a sudden shock. Yet at times the 
rural agents are able to make a far bet- 


Agents 


ter showing comparatively than those 
in the larger centers. It is found by 
experience that a company needs to 
have agency plants rather well balanced 
in the larger cities, medium sized cities 
and then what might be termed the ru- 
ral areas or the smaller cities. 

There have been occasions when 
agents in one of these three classifica- 
tions found themselves in a more ad- 
vantageous position from a production 
standpoint than the other two. When 
prosperity reigns and people are very 
largely employed the larger cities bene- 
fit chiefly. There are times when the 
rural sections and metropolitan areas 
are depressed but the smaller cities are 
in a preferential state. Diversity, there- 
fore, is an excellent feature in many re- 
spects. 


Sales Skies Look Brighter 


There are several ways to interpret 
the same set of figures but if we look 
at the sales reports for September there 
is considerable justification for optim- 
ism. The Life Presidents’ reports show 
that September ordinary sales were off 
17.7 percent while the year’s total is 
down 20.8 percent. From an optimistic 
standpoint this means that although 
September sales were only 3 percent 


than the average month in 1938 
as compared to last year, this repre- 
sents a 10 percent improvement, i.e. 17 
percent is 10 percent better than 20.8 
percent. The Sales Research Bureau’s 
figures are even better as it estimates 
that September sales were off 16 per- 
cent compared to a 21 percent average 
for the year which is nearly a 24 per- 
cent better showing. 


better 


Weakness of Too Fulsome Introductions 


A PRESIDING officer at a _ conven- 
tion or at any other meeting needs to 
study the technique and mechanics of 
his position. A chairman can make or 
break an assemblage at times. Some 
people allow themselves to be placed 
in the position of presiding over a body 
when they have but little real ability 
and possess but few characteristics that 
enable them to guide the procedure with 
ease. 

One tendency that is frequently noted 
and which does much to cloy the pro- 
ceedings with undue sweetness is the 
extended introduction. Some chairmen 
will give a biography of a man, of 


course reduced somewhat but still going 
back over his history, telling what posi- 
tions he has held, when he held them 
and his accomplishments in other fields. 

The astute presiding officer picks out 
the highlights, the pertinent and vital 
points in a career merely to give the 
audience an insight into and background 
as to the speaker. A long-winded in- 
troduction is annoying to the sensible 
speaker. It seems to place him in a 
false position. It glorifies him perhaps 
beyond his real worth. It becomes em- 
barrassing to the audience. The clever 
never overdoes anything and 
introductions. 


chairman 
especially 


Important Work of Industrial Agents 


THE industrial life insurance agent is 
doing a great piece of humanitarian and 
philanthropic work. Whenever a life in- 
surance muckraker takes up the pen he 
usually attacks the industrial business, 
claiming that the cost is too high in 
comparison with ordinary insurance. 
The industrial agent follows a system- 


atic program in his work. He is un- 
doubtedly regimented far more than 
those writing ordinary business. How- 
ever, because his time is more or less 
set out and his course charted he is able 
to accomplish much more and_ earn 
more. 

Life insurance is a boon to anyone. 


It means much more to those of smaller 
income who cannot budget their pay- 
ments for a long period with any 
degree of satisfaction even on the quar- 
terly plan.. Families purchasing indus- 
trial insurance are able to provide a 
certain amount of protection because 
they can pay their premiums weekly. 
Naturally enough the cost is higher be- 
cause of this weekly premium plan. 
The industrial agent goes into the 
homes of the lowly, those of lesser in- 


come and by this very token they neeq 
life insurance all the more. When one 
thinks of the industrial salesman yisjt. 
ing thousands of these more humble 
abodes and carrying the light of life jn. 
surance we then begin to realize the 
monumental character of his labor and 
can translate it into its real meaning. 
The industrial agent is the benefactor 
in many of these homes and his efforts 
are appreciated. He often becomes the 
family advisor. 








PERSONAL SIDE OF BUSINESS 








Of 11 newly elected officers of the 
Hartford Club, five are insurance men. 
The club, which is well known to in- 
surance men who visit the city, has 
chosen W. E. Mallory, agency secre- 
tary of the Travelers, as its president. 
P. M. Fraser, vice-president Connecticut 
Mutual Life, was elected a vice-presi- 
dent. The new board of governors in- 
cludes W. L. Mooney, former Aetna 
Life vice-president; C. D. Rarey, comp- 
troller of the Travelers, and C. W. Van 
Beynum, publicity manager of the Trav- 
elers. 


Carl B. Gale, 54, president Gale- 
Flournoy agency of Pittsfield, Mass., 
died after several months’ illness. He 
entered the insurance business on grad- 
uation from Williams College in 1906. 
He was one of the earliest to plan and 


carry out an endowment insurance pro- 


gram for graduating classes in college, 
writing $25,000 on the Williams class 
of 1914. His first experience was with 
the Berkshire Life, later he was with 
an agency in Lee, Mass., and in 1912 
with his father bought out an agency in 
Pittsfield. 


Production of new business aggregat- 
ing $600,000 within the next 60 days has 
been pledged by associates of A. H. 
Challis, Washington general agent 
Massachusetts Mutual Life, to celebrate 
his 25th anniversary as general agent. 
He has been general agent in Seattle 
for 17 years. 

The pledges were presented to Mr. 
Challiss during a visit of Vice-president 
J. C. Behan, who was attending a con- 
vention of the company’s Washington 
representatives. 


J. C. McFarland, Cincinnati general 
agent Ohio State Life, has just com- 
pleted four years of consecutive weekly 
production. In that time he has passed 
the C. L. U. examinations, qualified for 
the company’s Honor Club in 1934 and 
the President’s Club in the other years, 
has written numerous articles on life i in- 
surance and has been active in civic af- 
fairs of his community. 


J. M. Webb, vice-president of the 
Bankers National Life of Montclair, 
N. J., who underwent an operation at a 
hospital there, spending 23 days in the 
institution, returned to his home and 
after another 10 days of recuperation 
expects to get back on the job. 


Claris Adams, president Ohio State 
Life, in whose honor the field force is 
putting on a special campaign, was the 
guest of honor at a dinner given by the 





Pittsburgh agency. A. E. D’Emilio, 
Pittsburgh manager, agency presided, 
Among those in attendance were Frank 
L. Barnes, agency vice-president, and 
H. C. Fetsch, vice-president and 
actuary. 


W. H. Harrison, former vice-president 
and superintendent of agencies of the 
Atlantic Life, now with the Atlantic 
Agency, general agent of that company, 
who was the first president of the Opti- 
mist International, has been named gen- 
eral chairman of the committees mak- 
ing plans for the Optimist International 
convention in Richmond, Va., June 25- 
28, 1939. 


Oct. 1 was the 35th anniversary of 
M. H. Stearns, general agent at Provi- 
dence for the John Hancock. Due to 
hurricane conditions in Rhode Island, 
the anniversary was observed Oct. 11. 
A dinner was arranged for Mr. Stearns 
by his agents and office force. Miss 
Opal J. MacCulloch, agency cashier, 
was chairman. Letters and wires of con- 
gratulation from insurance men all over 
the country were read. A humidor, duly 
engraved, was presented by E. J. Slavin, 
the first agent Mr. Stearns appointed. 


Following the annual meeting of the 
Association of Medical Directors in 
New York, Dr. Walter A. Jaquith of 
the Columbus Mutual Life went to 
Kingston, Ont., to attend the reunion 
of his class in medicine at Queen’s Uni- 
versity. It was the 40th anniversary of 
his graduation. 


T. W. Appleby, president of the Ohio 
National Life, and Mrs. Appleby have 
gone on a vacation to their farm at 
Greenfield, Mo., one of the old farms 
owned by Mrs. Appleby’s family. It 
was from this section that both Mr. and 
Mrs. Appleby sprang. Therefore, they 
go back home once in a while to get 
their rebaptism from the native soil. 
Mr. Appleby will shortly tour down 
through Texas and other states looking 
into the company’s investments. 


R. F. Scofield, 56, Wisconsin state 
manager of the North American Life 
& Casualty until ilness forced him to 
retire from active work. last June, died 
at a Milwaukee hospital. 


R. E. Billings was honored by his 
associates at a banquet on his 40th anni- 
versary with the Massachusetts Mutual 
Life. He was presented 40 réd roses, 
a chime clock and congratulatory mes- 
sages from President B. J. Perry and 
other officers. Feri Mg as stenographer 
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— 
at Detroit in 1898, he went to. Grand 
Rapids in 1909 as agency cashier and 
became general agent in 1914, retiring 
in 1925 to devote himself to personal 


production. 





J. L. Mueller, Fort Wayne, Ind., top- 
ranking agent of the Lincoln National 
Life, was appointed general chairman of 
the 1938 community chest in that city. 
A. F. Hall, president Lincoln National, 
is vice-chairman. 


~ RECORDS 


Connecticut Mutual—Paid life sales 
for September of $6,561,211 show a gain 
of 3.8 percent over September last year. 
Production for the year is within 6.4 
percent of where it stood at the same 
time last year. Total paid-for new life 
sales for the year stand at $65,563,282. 

Insurance in force is $997,617,101, gain 
$18,476,033 for the year. 

American Savings Life—Gain in paid 
for life insurance first nine months was 
60 percent and in accident and health 
business was 57.6 percent. Business in 
force has increased over $500,000, with 
about $14,500,000 now in force. 

Union Mutual Life, Maine—Reports 
43 percent gain in September business 
over the same month a year ago. Re- 
sults for the first nine months are very 
close to the 1937 figures, with a 
decrease of only 9 percent. The agency 
force is devoting October to a campaign 
in recognition of President S. B. Phil- 
lips, who this fall observes his 52nd 
anniversary with the company. 

Jefferson Standard Life — September 
business was the largest since 1930, 
amounting to $5,708,452 increase nearly 
$500,000 over the same month of 1937. 
Business written during the first nine 
months totals $52,455,199; insurance in 
force exceeds $378,000,000; assets are 
more than $76,000,000. 

E. Frank Andrews, of the home of- 
fice agency is leader in amount of life 
insurance placed for the first three- 
fourths of the year. 

National Guardian Life.—Vice-presi- 
dent Richard Boissard in his talk before 
the agents convention stated that the 
company has now more insurance in 
force than ever before. On Aug. 31, 
it surpassed the total in force Dec. 31, 
1931, which was its previous high. He 
stated that in spite of the decrease of 
new insurance written this year as com- 
pared with last on a country-wide basis 
for all companies, the National Guardian 
showed an increase of something over 2 
percent for the first eight months. 


Central States Life—Alfred Fairbank, 
president, announces that in September 
field men produced 10 per cent more 
new business than for the corresponding 
period one year ago. 

Ohio National—The first two days 
president’s month in honor of President 
T. W. Appleby produced $1,000,000 in 
new business. The record breaking two- 
day production followed a month which 
paid a 25 percent increase in written 
business over last year. Opening the 
campaign, home office officials gave Mr. 
Appleby a 64th birthday anniversary 
dinner, 

Monarch Life, Canada—Passed the 
$60,000,000 mark of business in force in 
September. This figure includes $56,- 
659,196 of life insurance and $3,383,317 
tetirement annuities. It does not in- 
clude single premium annuities. 

A. T. Lynner, Des Moines, General 
American Life—A. B. Burgess set a 
unique record by leading all agents in 
Iowa in production during his first 
month with the company. The Iowa 
agency showed an increase of 100 per- 
cent in September. 














Reviews Farm Situation 


D. T. Torrens, president Kansas City 
Life, discussed the farm situation at 
the weekly luncheon of the Kansas City 
Real Estate Board. 





NEWS OF THE COMPANIES 





Northwestern Mutual Life 
Reports Gain in Force 


New paid-for business of the North- 
western Mutual Life for the first nine 
months of 1938 totaled $150,514,716 on 
42,578 policies. In addition 1,339 life 
annuities were written for $5,235,012. 
As of Sept. 30, insurance in force totaled 
$3,860,472,773 on 1,035,398 policies, a 
gain of $22,735,284 and 10,745 policies. 

For the first three-quarters of 1938, 
total income of the Northwestern Mu- 
tual Life amounted to $155,854,598, and 
total disbursements to $110,017,228, leav- 
ing an excess of $45,837,370. Total in- 
come included premiums receipts of 
$96,664,622, and interest and rents of 
$37,827,844. Disbursements included 
taxes of $3,045,904, total payments to 
policyholders and beneficiaries of $82,- 
523,043, with an additional $10.833,427 
paid under installment and option set- 
tlements. The largest items in pay- 
ments to policyholders and beneficiaries 
were $34,032,435 in death claims, and 
$23,492,383 in dividends. 

Assets totaled $1,223,822,132, an in- 
crease of $48,456,535. Mortgage loans 
totaled $310,135,744; bonds, $637,293,- 
734; real estate, $49,923,626; policy loans, 
$172,322,794, and cash on hand and in 
banks of $5,062,245. 

Mortgage loans included city loans of 
$227,770,390, an increase of $13,257,692, 
while farm mortgages at $82,365,353 
showed a reduction of $2,237,566 against 
a year ago. Marked changes in bond 
holdings were increases of about $29,- 
200,000 in government bonds, and more 
than $24,458,000 in public utilities. To- 
tal real estate figures included $4,961,510 
home office property and $6,679,046 of 
land contracts for properties sold. Pol- 
icy loans showed a reduction of $4,- 
289,450. 





Shift in Investment Trend 


The convention examination report of 
Missouri and Kansas insurance depart- 
ments on the Midland Life for the pe- 
riod March 31, 1935, to June 30, 1938, 
show a shift in investment policy away 
from bonds and other types of invest- 
ments toward federal guaranteed FHA 
mortgage loans. This trend has been 
due, company officials say, to the in- 
creasing difficulty of securing good 
bonds at satisfactory yields. In 1935 
mortgage loans formed 24.94 percent of 
the assets; June 30, 1938, 39.63 per- 
cent. Policy loans decreased from 29.47 
percent of assets to 23.46 percent. Bond 
holdings decreased from 27.75 to 21.75 





percent. Real estate remained about the 
same, with earnings on property owned 
netting over 2 percent. 





To Go on Legal Reserve Plan 


At the meeting of policyholders of the 
Pure Protection Life of Cleveland, Nov. 
17 to vote to reorganize the company 
on an old line legal reserve basis and 
to change the name to the Great Lakes 
Life, it is proposed to grant the privi- 
lege to policyholders to have their poli- 





cies converted to the new form without 
medical examination if they express 
such a desire, being given appropriate 
credit under their present contracts to- 
ward the new ones. The assets are 
$1,031,629, legal reserve $922,759, con- 
tingency reserves $10,000 and net sur- 
plus $52,909. 





Report on Merchants Life 


The Illinois department has given its 
report of the examination of the Mer- 
chants Life, an assessment company, at 
506 South Wabash avenue, Chicago, as 
of June 30. Its assets are $22,076 and 
its surplus $39.87. The loss ratio, the 





a whole. 








Protective 


OR the first six months of 1938, compared to 
the first six months of 1937, Protective Life’s 
ordinary sales (in addition to group insurance) 
were 13.6% above the average for the country as 


Protective Life’s assets have, during the first six 
months of 1938, increased over twice as much 
as during the first six months of 1937. 


Lire INSURANCE Q. 
William J. Rushton, President 
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Far More Lucrative 


contract will do for an agent who is just passably good.” 


WESTERN LIFE 
INSURANCE COMPANY 
Montana 


R. B. RICHARDSON 
President 


Helena 


and beneficial to me than I expected when I 
signed up as an agent,” says a personal producer of his Western Life con- 
tract. “It has been a never-ending source of wonder to me. My earning 
record and equity balance with the Company show what the Western Life 


LEE CANNON 
Agency Vice President 
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General Agency 
OPPORTUNITIES 
for good personal 

producers 


Lentral Life 


INSURANCE COMPANY 


of [llinaols 


ALFRED MacARTHUR, PRESIDENT 
WEST WACKER DRIVE, CHICAGO 





FOR THE MAN 
WHO WORKS FOR 
A LIVING 


General Mutual offers the 


SOCIAL SECURITY 
POLICY 


Here's a life insurance contract with a power- 
ful appeal to every man who works for a liv- 
ing. Hundreds of insurance men have already 
recognized the tremendous value back of 
General Mutual's Social Security Policy. It's 
an easy-to-sell contract that offers you an 
unusual opportunity for much additional in- 
come. We invite you to 


SEND FOR COMPLETE DETAILS, write 


THE GENERAL MUTUAL 
LIFE INSURANCE CO. 


VAN WERT, OHIO e C. M. Purmort, Pres. 





report says, has been favorable but 
costs and underwriting expenses appear 
to be excessive. The statutory deposit 
is deficient by $1,355. It has $123,584 
insurance in force. 


New Nebraska Burial Company 


Articles of incorporation of the Lin- 
coln Benefit Life, Lincoln, Neb., have 
been approved by the Nebraska depart- 
ment. Incorporators are C. H. Shar- 
rick, Joseph and Herman Ginsburg, 
J. S. Jones, O. S. Copeland, mayor of 
Lincoln, Dr. H. W. Orr, E. A. Kremer, 
B. M. Murdoch and A. A. Ashworth. 
The company will limit its present 
activities to burial insurance. 


Starts Distributing Surplus 


LINCOLN, NEB.—The Royal High- 
landers Mutual Life has begun distri- 
bution of surplus reserves of $810,724 
inherited from its predecessor in title, a 
fraternal, without awaiting the result of 
its appeal from an order of the insur- 
ance department that fixed the amount 
to be distributed at $1,510,000. Distri- 
bution is being made in the form of 
annuity certificates that recite that the 
yearly payment stated will be made over 
such a period of time as will result in 
the payment of 37.419 percent of the 
terminal reserve. Distribution is limited 
to the ideal reserve participating poli- 
cies in force May 4, 1937. 


Equitable’s Payments 

The first nine months the Equitable 
Society paid in dividends to policyhold- 
ers $25,035,908, matured endowments 
$4,779,516, annuities $16,978,657, surren- 
der values and disability claims $43,- 
992,995, making a total of $90,787,076 
paid to living policyholders. The death 
claims paid were $52,236,039, making to- 
tal payments $143,023,115. The Equita- 
ble has paid since organization in 1859, 
$4,088,958,253 to policyholders and ben- 
eficiaries. 


The postoffice department has ordered 
the Farm-Laber Benefit Association of 
Council Bluffs, Ia., to show cause why 
it should not be barred from use of the 
mails to distribute health and life insur- 
ance certificates. 


CHICAGO 


Fred S. James Ahead 

Life insurance placed with the Trav- 
elers by Fred S. James & Co., Chicago, 
increased 81 percent during the first nine 
months, and paid for business so far ex- 
ceeds that for all of last year. <Acci- 
dent premiums are ahead 22 percent. 

A luncheon and afternoon sales meet- 
ing was held for brokers in charge of 
Clay F. Lundquist, life and accident de- 
partment manager. D. W. Donley, super- 
intendent of production for the General 
Accident, explained its new compre- 
hensive policy and discussed sales ideas. 








Insurance Division Quota 
The 


Chicago 


the 1938 
Fund campaign 
quota of $77,000 


insurance division of 
Community 
has been assigned a 
it was announced by Arthur Croxson, 
cf Rollins, Burdick, Hunter Co., aivi- 
sion chairman. Insurance in the 1937 
campaign contributed 77.284. 
drive objective this year is $3,550,000. 

Mr. Croxson reported the appoint- 
ment of the following as division vice- 
chairmen: J. C. Caperton, genera! agent 
State Mutual Life: R. M. Cunningham 
Marsh & McLennan: G. H. McClure. 
assistant treasurer Lumbermen’s Mu- 
tual Casualty; Neville Pilling, U. S 
manager Zurich: R. L. Réad, manager 
Crum & Forster: C. J. Zimmerman. 
general 


NEWARK — 
of the 
ference of * New 
sociation, B. I 


At the Friday session 
jersey Bankers 
. Holland, associate coun- 
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| Hooper-Holmes Bureau of New 
| City, 


agent Connecticut Mutual Life. | 


Company Counsel Speaks 


COAST 


Murrell Brothers Celebrate 
Winning Contest Trophies 


LOS ANGELES—Murrell Brothers, 
Los Angeles general agents of the Mu- 
tual Beneht Life, celebrated their 
double victory in cleaning up all the 
trophies in the “Hardin, Full Speed 
Ahead” contest, with a meeting at the 
offices of the agency where the awards 
were made by President J. R. Hardin. 

The agency won both the Pacific Fleet 
trophy and the National Fleet trophy, 
leading all the agencies with 162.71 per- 
cent of pledged quota. R. N. Baker 
of the agency led all agents in the 
contest. 

The home office contingent came to 
Los Angeles following the regional con- 
ference at Del Monte, including Presi- 
dent Hardin, H. G. Kenagy, superin- 
tendent of agencies, Dr. W. A. Rieter, 
medical director, and A. J. Kirkland, 
head of the supplemental agreements 
department. 

The Los Angeles agency shared with 
Spokane the honor of having 100 per- 
cent of qualified men attending the Del 
Monte conference. The Murrell agency 
is 63 percent ahead of its 1937 record 
in new business paid for. 





Guttersen on Eastern Trip 

Ernie Guttersen, inspector of agencies 
of California-Western States Life, left 
Sacramento on an extended trip east- 
ward which will include attendance and 
active participation in the annual meet- 
ing of the Life Insurance Sales Research 
Bureau and Life Agency Officers in 
Chicago, Nov. 1-3. En route, Mr. Gut- 
tersen will confer with unit managers 
in Spokane and Seattle and Sidney, 
Mont., and on his return will spend 
several days in the field with unit man- 
agers at Salt Lake and Idaho Falls. 


Luckham Named Deputy 

SAN FRANCISCO Donald R. 
Luckham has been named a deputy in- 
surance commissioner and administra- 
tive assistant to Commissioner Goodcell 
of California. Mr. Luckham succeeds 
Harold B. Haas, who was named as- 
sistant commissioner to fill the vacancy 
created by the death of the late S. H. 
Beckett. He has been connected with 
the Los Angeles office of the depart- 
ment but will now make his headquar- 
ters in San Francisco. 


W. E. White on Coast Tour 

W. E. White, vice-president and di- 
rector of agencies Continental Assur- 
ance, is on a Pacific Coast tour, plan- 
ning to visit agencies in Los Angeles, 
San Francisco, Portland and Seattle 
before returning to Chicago. 


Warrants Not Acceptable 

SAN FRANCISCO—Insurance com- 
panies and their representatives will be 
guilty of a rebate under the California 
law if they accept the “$30 Every 
Thursday” warrants as payment for 
premiums, according to an opinion ren- 
dered by Attorney-general Webb of 
California. Mr. Webb points out that 
“the premium or price for insurance 
must be paid or promised to be paid 
in cash.” 
Edward King Will Speak 

At the annual meeting of the Insti- 
tute of Home Office Underwriters at 
Louisville John J. King, president of the 
York 
was scheduled to speak on “Inter- 
preting the Inspection.” Edward King. 
the secretary and treasurer, will be the 


speaker. 


Mr. King’s topic will be “The Inspec- 


| tor Looks at the Report.” 





mid-year trust and banking con- | 
As- } 
i “Loans on- 





sel Phoenix Mutual Life. will talk on 


{Insurance Policies.” 





a 


ACTUARIES Hl 


CALIFORNIA 
Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 


CONSULTING ACTUARIES 


$32 Market Street 437 S. Hill Street 
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DISTRICT OF COLUMBIA 
Specialty, Income Taxes of Insurance 
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WILLIAM W. CHAMBREAU 
Consulting Actuary and Tax Consultant 
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Indianapolis, Omaha 
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Complete financial data, policy facts, 
rates and values in the 1838 Unique 
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LIFE AGENCY CHANGES 
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Groves Is Travelers’ 
Chicago Manager 


Benjamin H. Groves, senior assistant 
manager of the Travelers’ branch office 
in tne Insurance Exchange, Chicago, 
this week was appointed manager of 
the osfice. He was installed at a mass 





BENJAMIN H. GROVES 


meeting of Travelers agents which dem- 
onstrated that his selection was a very 
popuiar choice. 

arry A. Anderson, assistant super- 
intendent of agencies, introduced Mr. 
Groves. F. W. Dower, representing the 
agents committee, pledged their loyalty 
and cooperation and announced the 
week would be devoted to a_ speciab 
campaign honoring Manager Groves 
with an effort to exceed any week’s pro- 
duction so far this year. Henry E. Tank, 
former brokerage manager in_ the 
branch, who- has~ retired,-spoke briefly. 


Succeeds E. B. Dudley 


Mr. Groves fills the vacancy caused 
by the transfer recently of E. B. Dudley 
to Charlotte, N. ‘C. Mr. Groves has had 
14 years’ experience. After taking the 
Travelers training course he was as- 
signed to Omaha as field assistant, 
where he later became assistant man- 
ager. Then he was promoted to man- 
ager at Cedar Rapids, Ia., and in 1929 





was transferred to Chicago as assistant 
manager. For the last year he has had 
virtuai charge of the Chicago branch 
due to Mr. Dudley’s recurring illness. 

The advancement of Mr. Groves was 
unusual in the Travelers, where senior- 
ity rights of lesser managers usually 
are recognized when a big metropolitan 
post opens up. It was largely due to 
the iact that as assistant manager he 
has gained the agents’ loyalty and sup- 
port to a marked degree. He was ac- 
corded a rousing ovation when he ap- 
peared in the mass meeting after 
returning from the home office where he 
had gone to receive instructions. 

Mr. Groves is a C. L. U., is vice- 
president of the Chicago Chapter of 
C. L. U. and past president of the Life 
Agency Supervisors of ‘Chicago. 





Travelers Advances 
Number of Men 


A number of important changes are 
announced this week by the Travelers, 
C. C. Cook, salary allotment super- 
visor in New York City, was promoted 
to assistant supervisor of agencies at 
the home office in charge of country 
wide promotion and supervision of sal- 
ary allotment business. 

7. B. Loomis, group assistant of 
the Hartford branch office, was ap- 
pointed group supervisor in the home 
office. R. B. Cummings, manager of 
the Bronx branch, New York, was 
given management of the consolidated 
Bronx and Lincoln offices henceforth 
to be known as Lincoln branch. C. C. 
Cox, assistant manager at Peoria, Iil., 
was appointed associate manager in In- 
dianapolis. I. A. Van Bree, manager 
of the Lincoln office in New York City. 
was appointed assistant group super- 
visor in the 55 John Street office, New 
York City. 

All Experienced Men 


District Group Supervisors W. N. 
Seery, Newark, and J. A. Collins, Mil- 
waukee, were transferred to New York 
City. Field assistant C. S. Wilson, 55 
John Street. New York. was named 
group assistant, and J. B. Bond, group 
assistant in Chicago, was appointed as- 
sistant district group superviscr at Mil- 
waukee. 

Mr. Cook has been with the Travel- 
ers since 1925 being field assistant at 
Cedar Rapids, Ia., then field assistant 
and later assistant manager at Peoria, 





Ill. He was manager of the 34th street 
branch, New York City, then assistant 
manager Brooklyn since 1937, devot- 
ing full time work to salary allotment 
business in the metropolitant area. Mr. 
Cummings has been with the Travelers 
since 1923 at New York City, first as 


field assistant in the 149th street of- 
fice, then assistant manager in tme 
Bronx. 


Mr. Cox joined the Travelers in 1929 
and for nine years has been in Peoria, 
first as field assistant, then ‘assistant 
manager. Mr. Van Bree went with the 
Travelers in 1926 and except for 1% 
years as field assistant at Buffalo, has 
devoted all of his time in New York 
City, being field assistant in the 42nd 
street branch, assistant manager of the 
34th street branch, Empire State branch 
and 55 John Street branch. Later he 
was manager of the Lincoln branch. 

Mr. Seery has concentrated on group 
work in Newark since 1936, first as 
group assistant, then as district group 


supervisor. Mr. Collins was group as- 
sistant in Milwaukee 1933-1935, then 
assistant group supervisor 1935-1938 


when he became district group super- 
visor. Mr. Bond has been stationed in 
Chicago for several years. 


H. W. Gale Co. Gets 
Columbian National 


The Columbian National Life has ap- 
pointed the Hoyt W. Gale Company 
general agent in Cleveland. Head- 
quarters are in the Swetland building. 

For 25 years the Gale Company had 
been general agent of the Home Life 
of New York. It made an enviable 
record and produced a very substantial 
amount of high grade business. 

Mr. Gale, in joining the Columbian 
National, is really returning to his first 
company. Previous to his association 
with the Home Life, he had been gen- 
eral agent for the Columbian in West 
Virginia and Ohio successively. 


Is Native Georgian 


A native of Georgia, Mr. Gale made 
his original contact with the Columbian 
National through Alfred C. Newell, who 
for 34 years has directed the general 
agency in Georgia. 

Assisting Mr. Gale, as officers of the 
agency, are three of his sons, Hoyt W. 
Gale, Jr., A. Davis Gale, and Ben P. 
Gale. Hoyt, Jr., is manager of the 
life department, and was consistently 
among the leading producers of the 
Home Life. A. Davis Gale is a special- 
ist in group and accident and health 
insurance. Ben P. Gale is the star 











A Future Bright with Promise 
The Manufacturers Life has had more than fifty 
years of experience in successful agency building. 


Our steady expansion in the United States points 
to a future of continued and consistent growth. 


INSURANCE AND DEFERRED ANNUITIES IN FORCB 
556 MILLION DOLLARS 


ASSETS EXCEED 154 MILLION DOLLARS 


INSURANCE COMPANY 


HEAD OFFICE 
TORONTO, CANADA 
"Established 1887 





The WALRU 





Lord Bryce, author of The American 
Commonwealth and one time British 
Ambassador, was shy on knowledge of 
our Middlewest, said a recent article in 
New York Times magazine. Bert N. 
Mills, Bankerslife Secretary, knew dif- 
ferently. Reason: Asa reporter on the 
Des Moines Capital he had interviewed 
Bryce at Grinnell College where he 
visited Jesse Macy, author of The 
British Constitution. During their 
many years of friendship Bryce came 
to know the Midwest very well. Times 
readers were set to right by a Mills 
letter which told how Bryce, being in- 
terviewed, turned the tables and put 
most of the questions himself. 


—S8LCc— 


Here's a newspaper anniversary 
to end all newspaper anni versa- 
ries—The Peking, China, Gazette, 
has been published in the same 
size—7%x4 inches — with the 
same number of pages (20) for 
1,300 years! 


—BLC— 


Anent that “Kibitzers’ Gallery” on 
the side of the new $1,500,000 Bankers- 
life Home Office building (Associated 
Press told the nation about it not long 
ago), Philadelphia Public Ledger col- 
umnist Don Rose commented: “The 
Bankers Life Company has set the 
nation and contracting trades an ad- 
mirable example. Its hole in the 
ground is for all to see in safety and 
comfort. Its steam shovels do not 
work in secrecy and privacy but aim 
to please their admiring public.” 


—BLC— 


“Cherchez la femme” in Bank- 
erslife's | Madison, Wisconsin, 
Agency: Walter S. Filler, leading 
salesman of that Agency, disclosed 
the secret of his success to fellow 
salesmen when he related details 
of a contract entered into with 
Mrs. Filler—On each and every 
day Salesman Filler fails to obtain 
at least three bona fide selling in- 
terviews, he pays Mrs. Filler one 
dollar. 


—BLC— 


BANKERS LIFE 
Established us? COMPANY 
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@ The property management firms whose names are shown on this page have been selected after 
careful investigation. They have the recommendation and endorsement of The National Underwriter. 
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CALIFORNIA (Cont.) 


ILLINOIS (Cont.) 


KANSAS 





ENGEL 
REALTY COMPANY 


Realtors & Insurors 


MANAGEMENT SALES 
LEASES APPRAISALS 


BIRMINGHAM, ALABAMA 


R. G. HAMILTON & CO. 


(Established 1922) 
111 Sutter Street 
San Francisco 
PROPERTY MANAGEMENT 
INSURANCE 
RENTALS 

SALES 
LOANS 


Oakland Office — Latham Square Bldg. 


Member Institute of Real Estate 
Management 
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RK. STILES & CO. 
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903 N. Seventh St. Kansas City, Kan, 














Property Management 


APPRAISALS 
INSURANCE 


& 
F. L. GIBLIN & Co., Inc. 


6 St. Joseph Street 
MOBILE, ALA. 


SALES 








SMITH & COCHRAN 


INDUSTRIAL BUSINESS, 
LEASES AND SALES 
& 
Property Management and Appraisals 
Montgomery, Ala. 











CALIFORNIA 





Los Angeles Population 1950—2,500,000 
W. M. GARLAND and CO. 
117 West 9th Street 














PROPERTY MANAGEMENT 
LOS ANGELES, CALIFORNIA 








Established 1908 


ROY C. SEELEY CO. 


Business and Industrial Realtors 


Property Management—Appraisals 
Complete Service 


Pacific Electric Bldg. 


Los Angeles, Calif. 





COLDWELL 
CORNWALL and BANKER 


Property Management 
General Real Estate 
and Appraisals 
A STATE WIDE SERVICE 
523—W. 6th St. Financial Bldg. 57 Sutter St. 
Los Angeles Oakland San Francisco 











COLORADO 





Morrison & Morrison 
Realtors and [nsurors 
REAL ESTATE 
MANAGEMENT 
SALES APPRAISALS 


Member—lInstitute Management 


DENVER, COLO. 








DIST. OF COLUMBIA 





C. H. HILLEGEIST CO. 


1621 K St. N. W. NAT'L 8500 
Washington, D. C. 
Business and Residential Properties 
Sales — Leases—Property Management 
Mortgage Loans — Appraisals 
Building and Developing 
Serving District of Columbia and 
adjacent Maryland and Virginia 











GEORGIA 





SPECIALISTS in Management 
Selling, Leasing of Chicago In- 
come Producing Properties 


L. J. SHERIDAN & CO. 


One North La Salle Street, Chicago 
TELEPHONE FRANKLIN 7855 


Exclusive Agents for One La Salle 

Street Building; Builders Bldg.; 

33 South Wabash Ave. Building 
and other properties 








WIRTZ, HAYNIE & EHRAT, Inc. 


Real Estate Management 


LOANS — SALES 
3180 Sheridan Road Wellington 3000 
CHICAGO 











INDIANA 


LOUISIANA 


GEO. 2S 
DANZIGER 
A Complete Real Estate mr 
Service 





Geo. Danziger, Pres. 
401 Baronne St. 
New Orleans, La. 








M. A. I. Appraisals 


Property Management 
Ricou-Brewster Building 
Shreveport, Louisiana 











PROPERTY MANAGEMENT 


APPRAISALS 
Sales - Leases 
Insurance - Mortgage Loans 


W. A. Brennan Agency Corporation 
428 Illinois Bldg. Riley 2315 


INDIANAPOLIS 





MICHIGAN 














Established 1881 


Sales 
Leases 


Insurance 


PROPERTY MANAGEMENT 


SHARP-BOYLSTON COMPANY 
39-41 Forsyth “eg ae Atlanta, Ga. 


IOWA 


SALES 
APPRAISALS 
FINANCING 
MANAGEMENT 


T. F. OQ ’ 
NASA INT ANGE) co 
50 years of Faithful Service 
Majestic Bldg., Detroit 

F. Earl Johnston J. C. Johnston 

















ILLINOIS 


MEL FOSTER CO. 


Appraisals 
Mortgage Loans - Property 
Management 
With Offices in 
Davenport, Ia. 
Security Bldg. 


Best Bidg. 
R. I. 795 


PROPERTY MANAGERS 


Real Estate Appraisers 


INSURANCE COMPANY 
CORRESPONDENTS 


H. G. WOODRUFF, INC. 
1812 Union Guardian Building 
Detroit 











IVAN A. THORSON 


Organization 
Real Estate Appraisers 
and Tax Counsellors 


A Nation-wide Service 


12th Floor Corporation Building 
Los Angeles, California 





HOOKER & SLOSSON 
Specialists in 
APPRAISALS, MANAGEMENT, 
LEASING, and SALES of CENTRAL 
and OUTLYING REAL ESTATE 


140 SO. DEARBORN ST. 
CHICAGO RANDOLPH 4022 











HARRY G. WALLACE 
& CO., Inc. 


APPRAISALS 
Specializing in: 
CITY AND FARM MANAGEMENT 
AND SALES 


Flynn Bldg. Des Moines, Iowa 





GRAND RAPIDS MICHIGAN 


Appraisals 


PROPERTY MANAGEMENT 
BUSINESS AND INDUSTRIAL 
REAL ESTATE 


Member of the American Institute 
of Real Estate Appraisers 


I. R. BLANDFORD 
108 Federal Square Building 
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NEBRASKA (Cont.) 


NEW YORK (Cont.) 


PENNSYLVANIA 





| MINNESOTA 


Rendering Every Phase of 
REAL ESTATE SERVICE 


M + A isal 
Poh Estate ae _ Svbeeeiaans 
Members of Institute Real Estate 
Management 
GENERAL MANAGEMENT 
COMPANY 


Baker Building, Minneapolis 


In Omaha 
BYRON REED COMPANY, Inc. 


Appraisals Sales 


Property Management 


Largest and Oldest Organization— 
82 Years 





FARNAM BUILDING 





G. H. KECK & SON 


AL ESTATE 
Management Mortgages 
Brokerage Appraisals 


Suite (81-82) Parker Bldg. 
Schenectady, N. Y. 


PROPERTY MANAGEMENT 
MORTGAGE LOANS 
REAL ESTATE 


SWENSON 


Marine Bank Building—Erie, Pa. 








THORPE BROS., Inc. 


REALTORS 
Member—Institute Management 
Property Management 


Thorpe Bros. Building 
519 Marquette 
MINNEAPOLIS, MINNESOTA 








DUNN & STRINGER 


INCORPORATED 
Empire Bank Building 
St. Paul, Minnesota 
McNeil S. Stringer, Pres. 


Mortgage Loans 
Real Estate 
Property Management 








MISSISSIPPI 








Mississippi’s Largest Realtor 


W. P. BRIDGES 


PROPERTY MANAGEMENT 
AND SALES 


Bridges Bldg.—Jackson, Miss. 














MISSOURI 





E. F. PIERSON & CO. 


Realtors 


MANAGEMENT 
APPRAISALS 


Kansas City, Mo. 
BE. F. PIERSON, M. A. I. 


SALES 


Commerce Bldg. 


NEW JERSEY 








SEELY CADE, Inc. 


26 Journal Square, Jersey City 


REAL ESTATE 
Management Appraisals 


Member—Institute of Management 


RONEY 


REALTY COMPANY 











PHILADELPHIA — SOUTH JERSEY 
PROPERTY MANAGEMENT 
MORTGAGES 
APPRAISALS 


Markeim-Chalmers-Ludington, Inc. 
1424 Walnut Street, Philadelphia, Pa. 














NEWARK, N. J. 
PROPERTY MANAGEMENT 
Appraisals — Sales 
HARRY J. STEVENS 
478 Central Ave., Newark, N. J. 


Member 


American Institute of Real Estate Managers 
American Institute of Real Estate Appratsers 














NEW YORK 


REALTORS 645 Market St., Camden, N. J. 
Herald ge Bea ‘a Street J. “INSTITUTE OF REAL ESTATE 
Managem ae App raisal AMERICAN Nee ADU 4 PROPERTY 
Sales e 
OHIO WILLIAM |. MIRKIL CO. 
1500 Walnut Street 
E, K, SHEFFIELD, M. A, I, Philadelphia 
Akr hi 
a ie Management—A ppraisals—Sales 
ealtor 
Property Management William I. Mirkil—M. A. I. & C. P.M... 
A ppraisals Samuel T. Hall—M. A. I. & C. P.M. 
Leasing 
Sales 


651 First Central Tower Jefferson 2131 











De L. PALMER, INC. 


DeLancey Palmer, Pres. 


REALTORS 
111 State Street Telephone 4-0181 
any, N. Y. 

REAL ESTATE 
Appraisals Brokerage 
Property Management 
Established over 50 Years 


HOWARD P, STALLMAN & CO. 


Property Management 
Sales 
Leases 


50 EAST BROAD ST. 
COLUMBUS, OHIO 








COMMONWEALTH 
REAL ESTATE CO. 


Modern - 
Management—Appraisals 
Sales 


312 Fourth Ave. 





Pittsburgh, Pa. 





TENNESSEE 




















M. H. RODEMYER & CO. 





DEXTER P. RUMSEY & CO., Inc. 


53 Court Street 
Buffalo, N. Y. 


Complete real estate and insurance 
service, including sales, rentals and 
leasing (residential and commercial) ; 
property management, appraising, mort- 
gages, etc. 


GORMAN & PETERS, Inc. 
30 So. Ludlow St. 
Dayton, O. 

Property Management and Sales 


E. J. Barney Gorman Roy H. Peters 


Our Experience of More Than 25 Years Wal 
Help Solve Your Problems 


We Invite Your Consultation 


F. L. Gates Company 
REALTORS—INSURORS— 
MORTGAGE LOANS 


729 Walnut St. Phones: 7-1534—7.2978 
CHATTANOOGA, TENN. 























Property Management 








ASBURY REALTY COMPANY 


Member Institute of Real Estate 
Management 


Percy Galbreath & Son 


REALTORS 


Property Management — Appraisals 
Columbian Mutual Tower 
Memphis, Tennessee 

















109 N. 8th St., St. Louis, Mo. Leasing Sales Appraisals 
« 506 First Nat'l Bank Bldg. 
Property Management Hamilton, O. 
Mortgage Loans REAL Esti a 
TATE 
Real Estate ialize i perty 
225 Fifth Ave., New York, N. Y. te — natin 
AShland 4-4200 ? 
NEBRASKA 
In IN TOLEDO 
L. F. FARRELL ROCHESTER, NEW YORK It’s 
for 
APPRAISER PROPERTY MANAGEMENT The Etchen-Lutz Company 


Property Management 
Insurance Loans 


524 Sharp Bldg. Lincoln, Neb. 





see 
WILLIAM H. GORSLINE 
119 Main Street East 


A COMPLETE SERVICE 
properly staffed 








Member—Institute Management 


Specialized Departments in 
PROPERTY MANAGEMENT and 
Mortgage Loan Correspondents 


The Etchen-Lutz Company 
725 Adams St. Ad. 4221 








W. W. DILLON & CO. 


REALTORS 


PROPERTY MANAGEMENT 
SALES LEASES 


Bennie-Dillon Building 


NASHVILLE, TENN. 














(Cont. on next Page) 
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MANAGEMENT 


am DIRECTORY ooo 


@ The property management firms whose 
names are shown on this page have been 
selected after careful investigation. They 
have the recommendation and endorsement 
of The National Underwriter. 


TEXAS 








tion. 





PAYNE & WILEY CO. 


PROPERTY MANAGEMENT 
APPRAISALS 


& 
616 Brazos Phone 2-9228 


Austin, Texas 








“48 Years in Dallas” 


J.W. LINDSLEY & CO. 
REALTORS 


We specialize in Property Man 
agement for Life Insurance and 
Trust Companies. References. 


1209 Main St. DALLAS 








Sam Realty Co. 
Oldest and Best 
50 Years Experience 

Specializing in 

Sale and Management 

City Property 


Houston, Texas 


Jake Sam 
220 Binz Bldg. 








H. R. HOWENBERGER CO. 


Real Estate Counsellors 


Realtors Since 1908 
PROPERTY MANAGEMENT 
APPRAISALS 


811-13-15 National Bank of Commerce 
Building 


San Antonio, Texas 








E. L. HUMPHREYS 


Established 1897 


PROPERTY "MANAGEMENT 
APPRAISALS 


213 Provident Bldg.—Phone 988 


Waco, Texas 











WISCONSIN 





SCHEFFER-PURTELL C0. 


REAL ESTATE 
Selling—Renting—Managing— 
Financing—Appraising 
757 No. Water St., Milwaukee 
Phone DAly 3426 














personal producer of the organization. 
More than once he led the entire field 
force of the Home Life. 

Miss Louise R. Schweitzer, R. H. 
White, Jr.. W. R. Nash and Howard 
Nixon, associated with the Gale Com- 
pany for some time, will remain with 
it under the change in agency connec- 
Miss Schweitzer is a member of 
the Quarter Million Dollar Round 
Table. 


Foote Named in Chicago 


H. S. Foote has been appointed gen- 
eral agent of the United States Life in 
charge of the Chicago office succeeding 

T. Janszen. Mr. Janszen with his 
wife is starting on a world cruise from 
New York, Nov. 10. The Chicago office 
in the Conway building is being con- 
tinued, Miss E. A. Munz, cashier there 
for seven years, remaining in that post. 


Davis with Lincoln National 


Carl E. Davis has been appointed 
general agent in northwestern Iowa and 
southeastern South Dakota for the Lin- 
coln National Life. He will maintain 
offices in Sioux ‘City. Plans for enlarge- 
ment of his organization are already 
under way. Since entering life insurance 
in 1931, Mr. Davis has established out- 
standing records both as a personal pro- 
ducer and as a manager. He joined the 
Bankers Life of Nebraska as an agent 
in 1931. In 1934 he was made home of- 
fice supervisor for Iowa. In 1938 he 
transferred to Salina, Kan., as general 
agent. 


Steed to Union Central 
I. J. Steed, until recently assistant 


manager Arkansas branch, Prudential, 
is now assistant to J. J. Harrison, Little 
Rock, Arkansas manager Union Central. 
Mr. Steed has been in life insurance 


over 12 years. 


Flowers General Agent 


W. R. Flowers becomes general agent 
of the Bankers National Life in Salis- 
bury, Md. He has had many years’ ex- 
perience as agent and later manager for 
a large eastern company. 


Krueger Gets Washington 


Fred, B...Krueger has been named as 
manager foi the Continental Assurancg 
of Chicago for the state of Washington. 
He .was. formerly. in.the insurance busi- 
ness in Colorado. 


Minnesota Mutual Appointments 


The Minnesota Mutual Life has ap- 
pointed as general agents E. B. Pendle- 
ton, Ashtabula, O., and L. B. McNeil, 
Jr., Abilene, Tex. 


Charleston Offices Hit 
by Force of Hurricane 


CHARLESTON, S. C. W. W. 
Whetsell, manager Life of Virginia, 
states that three out of about 12 agents 
in the agency room .at the time of the 
recent hurricane, were severely cut by 
flying glass. Many of the desks were 
overturned and paper strewn through- 
out the office. Mr. Whetsell narrowly 
escaped death going down to his office 
early in the morning when his car was 
blown a considerable distance and a 
mass of brick, glass and copper cornice 
of a building fell upon it. After going 
to his office he shortly returned home, 
being concerned over the welfare of his 
family but found them safe. Upon re- 
turning to his office he was required to 
park within six blocks of the building 
due to the accumulation of debris. 

Thirty-two people were killed in 
Charleston, 15 white and 17 colored. 
The Life of Virginia had 11 claims, all 
with double indemnity, and the Metro- 
politan Life nine. The Metropolitan 
office was struck and several of its 
agents cut by glass. The entire back 
wall of the office collapsed. Other com- 
panies had claims and it appeared that 
at least 25 of the 32 people killed were 
covered by insurance. 
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NEWS OF LIFE ASSOCIATIONS 








Indianapolis Clinic 
Speakers Listed 


The complete program for the sales 
clinic series arranged by the Indianap- 
olis Association of Life Underwriters 
has been announced: 

Oct. 28.—‘‘The Job of Selling,’’ Charles 
Zimmerman, Connecticut Mutual Life, 
Chicago; “Purpose of Life Insurance,” 
Paul Speicher, R. & R. Service. 

Cc. C. Robinson, editor of “Insurance 
Salesman,” is to announce the basis for 
the awarding of five scholarship honor 
awards to members in the Clinic series. 
The awards are sponsored by “Rough 
Notes.” 

Nov. 4.—“Types of Contracts,” William 
Appel, Prudential; ‘““What’s in a Policy,” 
John Fuller, Equitable Society. 

Nov. 11.—‘‘Presenting the Case to the 
Home Office,” C. F. Barney, American 
United Life; “Life Insurance Property 
and Life Situations,” C. C. Crumbaker, 
Northwestern Mutual Life. 

Nov. 18.— “Ethics” — from the under- 
writer’s viewpoint, Wendell Barrett, 
Prudential; Selling the Clearance Fund 
(sales demonstration), Mutual Life 
agency; “Ethics’’—from the layman’s 
viewpoint, T. M. Overley, Better Busi- 
ness Bureau. 

Nov. 25.—‘Finding Your Market,” E. H. 
Emry, Connecticut Mutual Life; Selling 
the Adjustment Income and Simple Pro- 
gramming (sales demonstration), In- 
dianapolis Life agency; “Fitting Sales 
Plans to Prospects,” L. G. Ferguson, 
Phoenix Mutual Life. 

Dec. 2.—‘*Legal Points for Underwrit- 
ers,” S. A. Coulter, attorney; Selling the 
Retirement Income (sales demonstra- 
tion), Penn Mutual Life Agency; “‘Broad- 
ening Your Field,” A. L. Bondi, Metro- 
politan Life. 

Dec. 9.—‘Keeping Supplied with 
Leads,” J. P. Meek, Acacia Mutual Life; 
Selling the Minimum Family Income 
(sales demonstration), Equitable Society 
agency; “How to Secure Favorable In- 
terviews,’”’ E. R. Dorey, New York Life. 

Dec. 16.—‘Establishing and Fixing the 
Problem,” N. H. Coulon, Travelers; Sell- 
ing the Educational Policy (sales demon- 
stration), Bankers Life agency; “Offer- 
ing the Solution,” E. L. Smith, Massa- 
chusetts Mutual Life. 

Jan. 6.—‘Influencing Human _ Rela- 
tions,” Prof. Gray Burdon, Butler Uni- 
versity; “Court House Dollars,” playlet, 
Northwestern Mutual Life agency; ’‘Or- 
ganizing Your Field Work,” N. G. 
Patrick, Massachusetts Mutual Life. 

Jan. 13.—‘‘Simple Programming,” E. B. 
Harris, Prudential; Selling the Young 
Man (sales demonstration), Connecticut 
General Life; “Specific Objections,” 
Easley Blackwood, Metropolitan Life. 

Jan, 20.—‘‘Motivation,” A. H. Kahler. 
Indianapolis Life; “The Awakening.” 
playlet, New England Mutual Life 
agency; “The Closing Process,” Virgil 
Samms, Mutual Benefit Life. 

Jan. 27.—‘‘The Sales Process,” Joel 
Traylor, Northwestern National Wife: 
“Building Sales Talks,” James Mayfield, 
Midland Mutual Life. 

Feb. 10.—-Dinner meeting—award ex- 
ercises—presentation certificates of grad- 
uation, Commissioner Newbauer of In- 
diana. 

Similar clinics have been arranged for 
South Bend, Fort Wayne, Terre Haute, 
Kokomo, Lafayette and Gary, Ind. A 
new association has been formed at Lo- 
gansport and Homer L. Rogers, the 
president of the Indiana state associa- 
tion. spoke before a group of agents 
in Evansville, where an association is 
being organized. 


Green Bay, Wis.—Frank Neu, C. L. U.. 
district manager the National Guardian 
Life, is instructor in a lecture-discussion 
course in life insurance salesmanship 
and fundamentals offered as part of the 
adult study program of the Green Bay 
vocational school. The school is spon- 
sored by the Green Bay association and 
is limited to persons now engaged in 
selling life insurance. 


Chicago—Holgar J. Johnson, Penn Mu- 
tual general agent at Pittsburgh, presi- 
dent National Association, will be the 
speaker Dec. 7. 


Columbus, Ga.—At the regular monthly 
meeting P. A. Collins, staff supervisor 
field training division, Metropolitan, was 
guest speaker. 





Plans Completed for 
Peoria Sales Rally 


Plans are being finally shaped for the 
semi-annual meeting of the tliinois As. 
sociation of Life Underwriters to pe 
held at Peoria the afternoon and eye. 
ning of Nov. 4, and the joint sales cop- 
gress of the state association and Peoria 
Association of Life Underwriters to pe 
conducted all the next day. A special 
meeting for agency heads and supervis- 
ors will start at 2:30 p. m., Friday. Pp. 
B. Hobbs, agency manager Equitable 


~ 





PHILIP B. HOBBS 


Society, Chicago, the state president, 
will preside at the state association 
meeting, which is to start at 3 p. m. 
J. Hawley Wilson of the Massachu- 
setts Mutual, Peoria, trustee National 
Association of Life Underwriters and 
chairman of the committee handling lo- 
cal association problems, will conduct a 
forum on the questions how to train 
local association officers and what the 
state also can do to cooperate. There 
will be three or four speakers in this 
forum with time allotted for open dis- 
cussion, President Hobbs announces. 


Holgar Johnson to Speak 


Holgar J. Johnson, Pittsburgh gen- 
eral agent Penn Mutual and president 
National association, will address the 
state dinner meeting on “Where Do We 
Go from Here?” discussing ways and 
means of securing favorable public at- 
titude for the agency organization. 
short business session will follow the 
afternoon meeting when important com- 
mittees will be announced and a bid for 
the annual meeting and sales congress 
to be held in the spring will be accepted. 

Mr. Hobbs asked that presidents, .sec- 
retaries and state committeemen of lo- 
cal associations make a point of attend- 
ing the afternoon meeting Friday, as 
there will be a half-hour business ses- 
sion of state officers and committeemen 
starting at 4:30 p. m. Headquarters are 
in the Pere Marquette Hotel. 

Arrangements have been made for the 
Chicago delegation to go to Peoria on 
the “Rocket” leaving at 11 a. m., Nov. 
4 and arriving in Peoria at 1:40 p. m. 


Sales Congress Program 


Complete program for the sales con- 
gress Saturday is: 


Morning Session 


Meeting called to order by Roy E. 


Davis, president Life Underwriters AS- 
sociation of Peoria. . 
Introduction of James Hack, chairman 
sales congress committee. 
Introduction of Lester O. 
chairman program committee. 
Address of welcome, Mayor MeClugee’ 
Greetings, Loren E. Brown, presiden 
Peoria Association of Commerce. | B 
“Your State Association,” Philip » 


Schriver, 
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Hobbs, president Illinois Association of 
Life Underwriters. as ; 
“Selling as an Art,” William E. King, 
Mutual Benefit, St. Louis. 
““qncome Options Increase Income,” C. 
Vivian Anderson, past president National 
Association of Life Underwriters. 


Adjourn. = 
Music directed by J. Logan Unland. 


Afternoon Session 


Introduction of guests. 

“Buymanship,” R. B. Coolidge, superin- 
tendent of agencies Aetna Life. 

“Put and Take,” Samuel D. Risley, as- 
sistant superintendent of agencies Metro- 
politan, Chicago. 

“Where Do We Go from Here?” Holgar 
J. Johnson, president National Associa- 
tion of Life Underwriters. 





St. Louis Honors Its Past 
Presidents; Estes Feted 


ST. LOUIS — John W. Estes, oldest 
former president of the St. Louis Life 
Underwriters Association, was the hon- 
ored guest on “Past Presidents’ Day.” 
Mr. Estes started with the Aetna Life 
here in 1901 and later became general 
agent. In 1926 he went to California for 
his health, continuing as a personal pro- 
ducer in Santa Ana for the Aetna. 

George L. Dyer, general agent for the 
Columbian National Life, who presented 
Mr. Estes, recalled that in 1912 when 
he succeeded Mr. Estes as association 
president the organization had 160 mem- 
bers, having grown from 19 active mem- 
bers during the year that Mr. Estes was 
president. 


Not Working to Capacity 


The only reason 90 percent of the 
country’s life underwriters don’t double 
their personal production is they don’t 
do their best, Mr. Estes declared. “Try 
to do your very best for one week and 
you will be surprised at the results. The 
measure of any man’s success is the 
intensity of his desire. If a man will 
really work the results will be surpris- 
ing. All sales should -be made on the 
basis of the policy best fitted to the 
needs of the prospect.’ He advocated 
the sale of the monthly income plan. 

Mr. Dyer said the association started 
on Jan. 7, 1891. T. D. Kimball was the 
first president. H. Arch Moores, special 
agent National Life of Vermont, a for- 
mer president, presided. 

Under the joint sponsorship of the 
St. Louis General. Agents & Managers 
Association and the life underwriters a 
sales training school is being conducted 
this week by Carroll C. Day, general 
agent of Pacific Mutual Life at Okla- 
homa City. “The Technique of Stream- 
lined Selling” is the theme. Fred Hage- 
man, Jr., vice-president of the Boatmen’s 
National Bank, spoke on “Why I Have 
Bought Life Insurance” at a luncheon 
meeting of the young men’s division of 
the St. Louis association. 





Southeast Kansas Congress 
Proves Successful 


The first annual southeast Kansas 
sales congress was held at Pittsburg, 
nearly 200 attending, including Roy G. 
Dennison, president; F. J. Mercer, sec- 
retary, and Gene Conklin and Leo Por- 
ter, vice-presidents state association, 
which sponsored the gathering. Perma- 
nent organization was formed for spon- 
soring a similar meeting each year, Dio 
dD. Daily, Jr., Pittsburg, who handled 
the publicity this year, being named gen- 
eral chairman; Frank Sutton, Coffey- 
ville, vice-chairman, and C. O. Braden, 
Independence, general chairman _ this 
year, secretary-treasurer of the newly 
formed Southeast Kansas Life Under- 
writers Association. Independence was 


selected as the place for the 1939 con- 
kress, 


Commissioners Attend 


Life agents from southwest Missouri 
and northeast Oklahoma were invited 
to attend as well as the commissioners 
of these states. 

, he program was excellent and well 
'andled by Chairman C. O. Braden, 
highlights being the address of Holgar 

- Johnson, Pittsburgh, president Na- 





tional Association of Life Underwriters; 
Warren V. Woody, agency manager 
Equitable Society, .Chicago, and Rev. 
Alpha H. Kenna of the Methodist 
Cnurch. Donald Stewart, vice-president 
Union Gas System, Independence, was 
luncheon speaker. Commissioner Hobbs 
of Kansas was unable to attend but 
Deputy Higdon substituted. 

Holgar Johnson discussed the func- 
tions of agents in improving public rela- 
tions and educating the public to the 
merits of life insurance. Superintendent 
Robertson of Missouri, Commissioner 
Read of Oklahoma, J. G. Callahan, St. 
Louis, president Missouri State Associa- 
tion of Life Underwriters, and R. G. 
Denison, Salina, president Kansas State 
Association of Life Underwriters, were 
introduced. 

C. O. Braden of Independence, Equi- 
table Society, was congress chairman; 
B. L. Weide, Pittsburg, Minnesota Mu- 
tual, secretary-treasurer; J]. S. Kearns, 
Pittsburg, Northwestern Mutual, pro- 
gram chairman; T. G. Honn, Pittsburg, 
United Benefit Life, arrangements 
chairman, and M. L. Kearns, Pittsburg, 
Northwestern Mutual, reception chair- 
man. 





First Coast “Caravan” 
Meeting Held in Oakland 


The first “caravan” meeting of the 
San Francisco and California Associa- 
tions of Life Underwriters caravan was 
held in Oakland, with more than 200 
members of the Oakland-East Bay as- 
sociation in attendance. N. J. Nelson, 
manager Reliance Life, San Francisco, 
chairman of the caravan committee, pre- 
sided. Prior to the meeting an informal 
dinner was held with the speakers as 
guests and G. F. Whitaker, president 
Oakland-East Bay association and L. K. 
Newfield, president Managers & General 
Agents Association, as hosts. Speakers 
included: F. J.- Van-Stralen, Massa- 
chusetts Mutual Life; C. W. Peterson, 
Phoenix Mutual Life; V. T. Motschen- 
bacher, Sun Life; L. M. White, North- 
western Mutual Life; W. V. Power, 
Connecticut Mutual Life; Hubert Mc- 
Lellan, Metropolitan Life; A. K. 
Deutsch, State Mutual, and H. K. Cas- 
sidv, Pacific Mutual. 

Later the “caravan,” augmented by 
speakers from the Oakland-East Bay 
association, will appear before local as- 
sociations in Fresno, Stockton, San Jose 
and Sacramento. 


Educator Says Agents Can 
Aid in Public Relations 


It is up to those who carry rate books 
to restore the old ideas of thrift and 
to impress on youth of the country the 
“dignity of life,” Dr.. W. M. Lewis, 
president Lafayette College, told the 
October luncheon meeting of the Phila- 
delphia Association of Life Underwrit- 
ers. Education in itself is big business, 
he said. 

Such a development as the C. L. U. 
movement, he said, points the way 
toward the unalterable indication that 
“we have entered upon a new field—a 
broader and bigger field—in education.” 

To life company officials and agents 
he offered three educational points: edu- 
cation of courage, dignity of human life 
and reestablishment of old ideas of 
thrift. 


History Overlooked Subject 


Dr. Lewis assailed the softness exist- 
inging in the country today and criti- 
cised the attitude of those who declare 
this is the worst time the country has 
had and say the social system is on the 
way out. He contended the present 
method of teaching history was wrong, 
that many bizarre ideas and isms ex- 
isting today were due to .a lack of 
knowledge of history which would 
have taught that these ideas had been 
tried before and failed. 

He cited the 40,000 people killed by 
automobiles last year, 36 murdered 
every day, 18 out of every 1,000 males 
who commit suicide. Preventing these, 
he said, was not a matter of safety cam- 











LUTHERAN MUTUAL : 
LIFE INSURANCE COMPANY | 


WAVERLY, IOWA 






The only legal reserve life insurance company 


Exclusively for Lutherans 

















THE HOME LIFE INSURANCE COMPANY 
OF AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life insurance. 
Modern policies are issued, on both Industrial and Ordinary plans, from birth 
to 64 next birthday. 


—o— 
A POLICY FOR EVERY PURSE AND PURPOSE 
———_O—-—— 
Basil S. Walsh Bernard L. Connor John J. Gallagher 
PRESIDENT SECRETARY TREASURER 


Independence Square Philadelphia, Penna. . 















SELL THEM WHa7 
complete personal protection. You can 


build a good volume with the Federal 


Life and Casualty's accident—health—life protection for both men 
and women and juvenile life for children. Territory open in 30 states. 


FEDERAL LIFE AND CASUALTY CO. 


DETROIT - - - MICHIGAN 







Sell the public 
what it wants — 








Industrial Assistant Superintendents and Agents 


We are looking for producers—having openings for Superintendents (which with our 
d Assistancy with an Industrial Company). also 


Superintendent’s guarantee $150.00 per month with an overwri of 10% on ail 
Ordinary. as well as times on all Monthly Premium increase. ~ % 

We no guarantee to agents, but our times on increase the first year al 34 
mek tedestlale 2nd year, 39 times: 3rd year, 4314 times; 4th year. 47% yo ll 4, 
Sth year and thereafter 52 times. 

Commissions on collections on debits range from 15%, to 20% with debits collected once 
a month. Ordinary commissions 65% graded witth renewals as long as you remain with 


the Company. 
Our F ogee contracts are not surpassed by We issue regular Ordinary 
es on Our 


the monthly 
have cash surr 


three years. 

We have openings in Indiana and Michigan for live wires. If you can qualify and 
desire to make a connection with a Company which recognizes ability write giving 
full particulars as to your i peri in strict confidence to A. S. Burkart. 
Vice President. Conservative Life Insurance Company of America, South Bend. Indiana. 

















Do your fellow agent a good turn—get him acquainted with 
The National Underwriter. the real insurance newspaper 


























22 


HeNATIONAL UNDERWRITER 


October 28, 1938 











paigns alone, but of going back into the 
homes and educating the children. 

If life agents, he said, would reestab- 
lish the broader views of saving, the 
idea of a margin for ups and downs, 
they would be doing something of great 
value to the nation as well as to the life 
insurance business. The idea today, he 
said, appears to be “spend twice as 
much as you make and everything will 
be okay.” The American people, he 
said, should live within their means. 

“I believe in the American standard 
of living,” he said, “but I believe that 
we should pay for it as we go along. 
The curse of America today is the 
mortgaging of the future.” 


Plan Missouri State Meet 


E. E. Woodbury, Reliance Life, Co- 
lumbia, Mo., has been elected treasurer 
of Missouri Association of Life Under- 
writers. He is a past chairman of the 
state educational committee. 

The mid-year meeting of the Missouri 
association will be held at Sedalia Nov. 
4-5. At 1:30 p. m. Nov. 4 there will be 
an officers training course with the offi- 
cers and chairmen of various standing 
committees of all local associations in 
attendance. A public relations expert is 
to be the guest speaker at the dinner 
that evening. An executive session will 
follow the dinner. 

' On the morning of: Nov. 5 there will 
be Dutch breakfast at 8 o’clock. The 
main meeting will start at 9:30 a. m. 
Guest speakers will include Fred Rench, 
St. Louis manager of the National Life 
of Vermont; H. A. Hedges, Kansas 
‘City manager Equitable of Iowa and a 
national trustee, and Roe Bartell, Boy 
Scout executive of Kansas City, who 





will discuss “Life Insurance and Public 
Relations.” 


Plan Wisconsin Meeting 


WAUSAU, WIS.—Preliminary plans 
for the annual convention and_ sales 
congress of the Wisconsin State Asso- 
ciation of Life Underwriters here next 
June were discussed at a meeting of the 
Wausau Life Underwriters Association 
to which all agents in Marathon county 
were invited. N. P. Beck, president of 
the local unit, announced that George 
R. Bennett will be co-chairman of the 
general convention committee; John L. 
Oppermann, chairman of the sales con- 
gress. 

R. L. Hesse, Madison, president of 
the state association, was the guest 
speaker. He discussed the plans and 
accomplishments of the Wisconsin 
group. He described the work being 
done through the University of Wis- 
consin school of commerce where the 
new insurance course now Offers stu- 
dents an opportunity to major in life 
insurance. 


Observe Forum Anniversary 


LOS ANGELES — The Life Under- 
writers Association of Los Angeles cel- 
ebrated the fourth anniversary of the 
organization of its forum at a luncheon 
meeting with 125 present. Phinehas 
Prouty, Jr., general agent Connecticut 
Mutual Life, who was the originator of 
the forum and presided at the first 
meeting, also presided at the anniver- 
sary dinner. 

W. E. Power of San Francisco spoke 
on “The Last Step in the Sales Proc- 
ess.” He said poor prospecting, poor 





Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 





Assistance in the Field 


Liberal First Year Commission and Non-forfeitable 
Renewal Commissions 


Home Office Co-operation 





GLOBE LIFE INSURANCE Co. 
OF ILLINOIS 


WM, J. ALEXANDER, President 
An Old Line Legal Reserve Company—Established 1895 
40 Years of Continuous Faithful Service 
to Policyholders 








431 South Dearborn Street 


Writing Complete Line of Modern Policies with 
All Standard Provisions 
Ages (0-60) 
Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 


Write Us Topay ror Particucars 


Chicago, Illinois 








hA- 











WHO SELL 


Designate the ROCKFORD LIFEMEN — Why? 


@ Because they are making SALES virtually every 
day. They have a policy for every need (from one 
year renewal term to 10 year endowment) and an 
amount for every purse (from $100 to $100,000). 
Investigate why our field force is growing rapidly. 


Rockford Life Insurance Company 
Francis L. Brown, President 


Rockford, Illinois 


AX 




















presentation, poor closing are largely re- 
sponsible for losing business. He de- 
clared the agent must have a definite 
plan of presentation. He pointed out 
that it was necessary to get the prospect 
in a receptive mood and then outlined 
five ways of making the closing. 

George E. Brady, agency assistant in 
the Prouty agency, spoke on “Important 
Taxation Decisions Affecting Life In- 
surance This Year.” 


Joliet, Il.—Edwin S. Hewitt, super- 
visor in the Zimmerman agency of the 
Connecticut Mutual Life in Chicago, 
spoke on “Motivation.” 


San Francisco—The speakers commit- 
tee is active. Edward E. Keller, assist- 
ant manager Reliance Life, and James L. 
Brader, manager Equitable Life of Iowa, 
spoke to large high school audiences on 
savings and investments. This is part 
of the program of public relations insti- 
tuted by President V. T. Motschenbacher, 
manager Sun Life. 


Chicago.— H. A. H. Baker, assistant 
general manager and superintendent of 
agencies Great-West Life, Winnipeg, will 
address the general agents and mana- 
gers division at a luncheon Nov. 1, on 
“Successful Agency Management—A 
Three Way Responsibility.”” The Great- 
West has had an outstanding record this 
year, having exceeded all previous marks 
and being 10 percent ahead in produc- 
tion. Leading attorneys in Chicago have 
been invited by the Chicago association 
to hear the talk by Probate Judge J. F. 
O’Connell in the business - getter sales 
clinic starting at 4 p. m., Oct. 28, on “The 
Value of Insurance.” An open forum 
will follow. Invitations were extended 
to members of the Illinois State, Chicago. 
and ten other bar associations, as well 
as to law students. 


Buffalo, N. Y.—Basil S. Collins, assist- 
ant vice-president Old Colony Trust Co., 
Boston, spoke on “Cooperation Between 
Trust Companies and Life Underwriters.” 
He advocated setting up of a life insur- 
ance trust council in Buffalo. 


Peoria, Til. Life insurance today is 
being sold on a “purpose” basis, Philip 
B. Hobbs, Chicago agency manager, 
Equitable Society and president Illinois 
association, told 100 members of the 
Peoria association. 

The first purpose he cited was that of 
safety of principal. Others are: Neces- 
sity for old age provision, need for chil- 
dren’s education, and concrete reason 
for saving through life insurance and 
planned saving. He said insurance sales- 
men must have the right mental atti- 
tude, have vital energy, intelligent train- 
ing and persistent ambition. 


Pittsburgh—The Nov. 17 meeting will 
be a joint gathering with the Pittsburgh 
chamber of commerce in the William 
Penn hotel. Irvin Bendiner, New York 
Life, Philadelphia, counsel Pennsylvania 
State Association of Life Underwriters 
and Philadelphia Life Underwriters As- 
sociation, will speak. 


Mason City, Ia.—T. B. Read, Des 
Moines manager Mutual Life of New 
York, spoke on “What It Takes to Make 
a Good Life Insurance Agent.” 


Marshalitown, Ia.—W. F. Runion has 
been elected president. 

C. A. Gustafson was named vice-presi- 
dent and H. C. Tipton, secretary-treas- 
urer. 


Appleton, Wis.—Paul 
search & Review, Indianapolis, and 
Dwight Teas, Aetna Life, Wisconsin 
Rapids, addressed the first fall meeting 
of the Fox River Valley association. 


Speicher, Re- 


Harrisburg, Pa.—W. H. Andrews, Jr., 
manager of home office agency of the 
Jefferson Standard Life at Greensboro, 
N. C., and newly elected trustee of the 
National association, spoke on ‘What 
Price Success.” Earle H. Schaeffer, na- 
tional committeeman, reported on the 
National . association convention = at 
Houston. 


Montreal—If business is to be carried 
on successfully in Canada, there must 
be a return to the conviction that when 
a debt is contracted it must be honored, 
J. G. Parker, general manager of Im- 
verial Life, Toronto, said. Assets of life 
companies are in the aggregate a sum- 
ming up of money invested by men and 
women throughout the Dominion. The 
companies are, in fact, trustees for these 
people, and should any default occur on 


bonds held by the companies the Public 
would eventually suffer, Mr. Parker 
said. 

Speaking on “Life Insurance as Prop. 
erty,” he said life insurance is the mos 
satisfactory form of property that ay 
individual can hold. 


Toledo, O0.—H. H. Irwin, educational 
advisor George E. Lackey agency 
Massachusetts Mutual Life, Detroit 
spoke. He is conducting a class of 50 
in Toledo preparing for the C. L, y 
degree. } 


Fort Wayne, Ind.—L. 0. Schriver, 
Aetna Life, Peoria, Ill., past president 
of the National association, will speak 
Friday noon. 


Atlanta—P. A. Colling, staff supervisor 
field training division Metropolitan Life 
spoke on “Planned Prospecting, Sales 
Interviews and Closing.” N. B. Maddox 
reported on the National association 
meeting in Houston. Mr. Maddox was 
elected national committeeman, succeed- 
ing Maj. R. J. Guinn. 


Birmingham — Reports on the annual 
convention at Houston were heard at 
the October meeting from H. J. Baun, 
state association president, and Houston 
LaClair, past president Birmingham as- 
sociation, who attended. 


Rhede Island — Manager Fitzhugh 
Traylor of the Boston office of the Equi- 
table Society talked on “Present Day 
Selling Methods” at a meeting in Provi- 
dence. 


Central Massachusetts—R. B. Hull, 
managing director National association, 
spoke on “64 Million People, Ten Billion 
Dollars” at the October meeting in Wor- 
cester. 


Lincoln, Neb.—W. I. Black, state presi- 
dent, and other members, reported on 
the National convention at the October 
meeting. Arthur Bagley, director of 
physical education Metropolitan Life, 
will address a public affairs luncheon at 
the chamber of commerce Nov. 9. Physi- 
cians, nurses and physical directors of 
Y. M. C. A. and Y. W. C. A. will be in- 
vited to attend. 


Oklahoma—Reports on the national 
convention in Houston were given by 
L. C. Mersfelder, Homer Jamison, Theo- 
dore Green and Albert Irwin. D. W. 
Hogan, president City National Bank, 
Oklahoma City, spoke on “What the Life 
Insurance Business Means to Oklahoma 
City.” 


Syracuse, N. Y.—C. O. Fischer, vice- 
president Massachusetts Mutual, spoke 
on “New Frontiers.” He said the duty 
of agents is two-fold—education and mo- 
tivation—with emphasis on education. 
They must educate both themselves and 
the public as to functions of and needs 
for life insurance, then motivate the 
public to invest in it. The next meeting 
will be Nov. 21. Earl Colburn, general 
agent Connecticut Mutual, will be the 
speaker. : 


Evansville, Ind.—A “pernicious trend 
toward excessive taxation of insurance 
companies” was charged by H. L. Rog- 
ers, Indianapolis, president Indiana -as- 
sociation. 

“There is a tendency for the average 
citizen to regard the insurance com- 
panies as huge profit-swollen corpora- 
tions,” he said, “but actually they are 
trustees of the life savings of millions 
of policyholders throughout the state 
and nation. Taxation of these trustees 
is automatically taxation of the policy- 
holders.” , 

Mr. Rogers pointed to a steadily in- 
creasing feeling on the part of life 
agents that they are representing the 
institution of life insurance rather than 
individual companies. 

Granting of a charter to the Vincennes 
association brings the total in Indiana 
to 12, Mr. Rogers said. 


Terre Haute, Ind.—Members of the In- 
dianapolis association were invited t0 
join in fhe regional Terre Haute associa- 
tion conference this week at Turkey 
Run, one of the state parks. 


— 
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~ - Will Preside 
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EMMETT RUSSELL, JR. 


Emmett Russell, Jr. of Nashville, 
ordinary underwriter for the Life & 
Casualty of that city, as president of the 
Institute of Home Office Underwriters 
will give the presidential address at the 
annual meeting in Louisville next week, 
at the first session Friday. 


Honor Dr. Schilling 


Applications for $100,000 insurance 
were presented to Dr. C. E. Schilling, 
vice-president and medical director of 
the Ohio State Life, at a dinner given 
by the Pittsburgh agency. 


Would Examine Life Agents 


Commissioner Lovejoy of Maine, in 
addressing the meeting of the Maine As- 
sociation of Insurance Agents at Water- 
ville, announced that he will seek to 
have enacted a statute requiring ap- 
plicants for life agency licenses to sub- 
mit to examination, as is now required 
for fire and casualty agents. 

Mr. Lovejoy recalled that he had 
ruled that applicants for ‘licenses, 
whether they be for a life company that 
also writes accident and health or for 
a casualty company writing this class 
of business, must take the accident and 
health examination. This has done away 
with discriminatory handling, he said, 
and he expressed the belief that it is 
fair and equitable. 











Pensioners’ Policies Returned 


MADISON, WIS.—Life insurance 
policies of pensioners who had surren- 
dered them to county pension depart- 
ments prior to enactment of an amend- 
ment to the Wisconsin law last year, 
are to be restored under a new rule 
adopted by the Wisconsin state pension 
board. Under the amended law, sur- 
render of life policies by those receiving 
pension is no longer required. 


__ INDUSTRIAL 











Honor Fall River Veterans 


* The John Hancock district agents at 


Fall River, Mass., gave a banquet in 

honor of Assistant Manager T. S. Phe- 

lan, 40 years in the service, and Cashier 

: Dominque, a 30-year man. Mayor 

Murray of Fall River, and State Senator 

Pha Grant spoke highly of the honor 
s. 





Schultz Succeeds Smith 


Ce. Schultz, formerly manager of 
~ Metropolitan Life in Batavia, N. Y., 
an become manager of the Fillmore 
Paci in Buffalo, succeeding P. M. 
mith, who has retired after 38 years 
with the company. 





| Springs 


SALES MEETS 


Mutual Benefit Holds 
Two Conventions 


The third and fourth of seven regional 
meetings previously announced by the 
Mutual Benefit for this fall took place 
at Excelsior Springs, Mo., Oct. 24-26 
and Chicago Oct. 27-29. George Harsh, 
Kansas City general agent, was host to 
a group of more than 200 representa- 
tives from nearby states at Excelsior 
for a three-day educational 
“clinic.” Paul Cook and Bruce Parsons, 
heads of the two Chicago general agen- 
cies, were hosts to a similar group at 
the Edgewater Beach Hotel. More 
than 200 attended the Chicago meeting. 

The home office was represented at 
both meetings by John R. Hardin, 
president; Oliver Thurman, vice-presi- 
dent; H. G. Kenagy, superintendent of 
agencies; F. D. Haselton, assistant su- 
perintendent of agencies; Dr. W. A. 
Reiter, medical director; Harry Jones, 
assistant mathematician, and A. J. Kirk- 
land, assistant secretary. 


Sales Opportunities, Skits 
Featured at Schoch Meet 


DETROIT — The H. K. Schoch 
general agency of the Aetna Life in 
Detroit held its annual sales congress 
at the Grosse Pointe Yacht Club with 
several home office men participating. 
A. S. Brennan, assistant general agent, 
presided at the morning session. Mr. 
Schoch extended greetings and John 
Hill, general agent in Toledo, spoke on 
“The Fruits of Competition,” followed 
by H. W. Florer, Grand Rapids general 
agent, on “Michigan Leads the Way.” 
A playlet demonstrated the right way 
to write an application. George Strassel, 
underwriter from Hartford, played the 
part of a new business clerk. George 
Salway, Staff Hudson, Sam Lifchitz and 
H. K. Schoch played Agents M. I. 
Good, Joe Zilch, N. G. App and Bill U. 
Later. Each agent dramatized one of 
the more common sales errors. Dr. 
Mark Hillary spoke on “Sizing Up Your 
Prospect” at the luncheon. 


Staff Hudson Presides 


Staff Hudson, associate general agent, 
presided at the afternoon session, intro- 
ducing F. L. McFarlane, Cleveland 
agent, on “Is There a Cash Value in 
Client Building?” and George Lackey, 
Detroit general agent Massachusetts 
Mutual, on. “Our Opportunities as Life 
Underwriters.” R. B. Coolidge, super- 
intendent of agencies, spoke on “The 
Home Stretch.” A playlet dealing with 
the sale of group insurance was pre- 
sented by J. E. Griffith, Jr., secretary 
of the home office group division; E. 
W. Wiley, field supervisor for the north 
central states, and R. W. Layland, De- 
troit group manager. One of the Aetna 
talkies was shown after the dinner in 
the evening, followed by a floor show. 
Among the home office men present was 
William Couzens, agency assistant. 











Two Prudential Meetings 


A two-day regional gathering of Pru- 
dential ordinary and industrial agents, 
managers and assistants has just been 
concluded in Chicago. Another meeting 
will be held Nov. 3-4 in Cleveland. In 
the home office delegation attending 
both sessions were George H. Chace, 
second vice-president, and Sayre Mac- 
Leod, supervisor of ordinary agencies. 
Representatives of the industrial depart- 
ment in the home office also attended. 
The ordinary and industrial divisions 
held separate sessions. Regionals pre- 
viously were held in the east and at Del 
Monte, Cal. 





About 40 agents of the Old Line Life 
in Milwaukee and Waukesha counties 
attended a one-day sales session in Mil- 
waukee conducted by P. A. Parker, 
agency director, and F, J. Chandler, as- 
sistant director. 








Texas Commissioner Post to 
Daniel or Tarver, Is Belief 


DALLAS—The number of candidates 
for Texas life insurance commissioner 
(who is automatically the chairman of 
the board of insurance commissioners) 
has not decreased but political gossip 
narrows the field of real prospects to 
the present commissioner, Judge 
Daniel, who apparently has the support 
of the Texas life companies but is un- 
popular with many fire and casualty 
agents and companies because of his at- 
titude toward the agents’ licensing law, 
and Judge W. A. Tarver, former com- 





missioner, who is considered a non- 
political candidate and is credited with 
having been a good commissioner. 

Much favorable newspaper publicity 
concerning Judge Daniel has recently 
appeared, indicating an attempt to 
arouse public sentiment in his favor. 
Judge Tarver served as president of the 
Insurance Commissioners Convention 
his final year as Texas commissioner 
and received a high appointment in the 
Treasury Department in Washington 
when he retired from his Texas job. 
He still holds his Washington office. 

The appointment will be made by the 
new governor in January for a six-year 
term. 
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necessary to borrow money from the govern- 
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NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 
New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Now Writes Form Covering 
Immediate Cash Needs 


DES MOINES—The Central Life of 
this city is issuing a new policy, the 
"500-50," providing an immediate cash 
payment and monthly allowance in case 
of death, or an income upon retirement. 

The policy provides $500 in a lump 
sum immediately upon death, and $50 a 
month for two years. The object is to 
take care of funeral expenses and other 
obligations upon death and to provide 
the beneficiary time to secure other 
means of support. 

It also carries as optional accidental 
death and disability waiver benefits, and 
is issued ages 15-55, Premium rates are: 
Age Prem. Age Prem. 
29....$88. 43.... $58.73 

a eee 60.95 
. 68.31 


Age Prem. 





PROVIDENT 
LIFE INSURANCE CO. 


Essentially a policy- 
holders’ company, 
reared to sound ma- 
turity on the prin- 
ciples of conserva- 
tism and safety. A 
steady gain in each 
of our 22 years, tells 
its own story. 


General agencies are available to re- 
aponsible representatives in North Da- 
kete, Seuth Dakota. Montana, Idaho. 
Washington. and Oregon. 


Home office—Biamarck. No. Dak. 
Western office—Portland. Ore. 








Three Companies Modifying 
Their Policy Provisions 


The State Mutual Life announced 
policy changes including lowering of 
policy loan interest rate to conform with 
the New York law, lowering of interest 
guarantee in options to 214 percent, and 
modification of the annuity option, In- 
crease in rates on special policies, such 
as family income, involving use of op- 
tions, to conform with the lower interest 
guarantee, also was announced. 


Others Cut Interest Rate 


The Fidelity Mutual Life will cut pol- 
icy interest to 5 percent, lower option 
guarantees to 24% percent and decrease 
the income under the annuity option. 
The company also is bringing out a new 
five-year renewable and convertible term 
policy and will issue waiver of premium 
with term policies, a new departure. At 
the same time it will bring out a new 
juvenile contract. 

The Berkshire Life is cutting the pol- 
icy loan rate to 5 percent, modifying the 
annuity option and cutting interest op- 
tion guarantee to 214 percent. It also 
is increasing rates on policies like fam- 
liy income which involve use of settle- 
ment options and is changing the auto- 
matic nonforfeiture option from paid-up 
to extended term. It is revising its ju- 
venile contracts to conform with the 
New York law. 


Life Policy with Hospitalization 

In connection with its new ‘hospitali- 
zation contracts, selling at $1, 75 cents or 
60 cents a month, with benefits graded 
accordingly, the American Savings Life 
is offering a life policy (10-year renew- 
able term) for 50 cents additional pre- 
mium per month or $5 a year. The 
amount depends on the age of the as- 
sured, At 35 the amount is $390; at 45, 
$275. Either the hospitalization or life 
insurance contract may be continued 
separately. 


Connecticut Mutual Dividends 

The Connecticut Mutual Life will 
continue its present dividend scale in 
1939 and will use the same rate. of in- 
terest, 3.6 percent, in preliminary com- 
putations for 1939 in connection with 
income settlement contracts and divi- 
dends left with the company to accu- 
mulate at interest. It is estimated that 
policy dividends for 1939 will total 
about $5,375,000. 


Pacific Mutual Case Heard 

Vice-president Asa V. Call, executive 
vice-president and general counsel Pa- 
cific Mutual Life, was in Chicago this 
week en route home to Los Angeles 
from Washington, D. C.. where he had 
appeared at the hearing before the 
United States Supreme Court on an ap- 
peal from the California supreme court 
involving the organization of the new 
Pacific Mutual Life and the liquidation 
of the old. It came up on a writ of 
certiorari. Attorney William Marshall 
3ullitt. of Louisville made the argu- 
ments before the court for the Pacific 
Mutual. The appeal was taken by 
those fighting the company. 


BARROW, WADE, GUTHRIE & CO. 
(Established 1883) 
CERTIFIED PUBLIC ACCOUNTANTS 
Members of The American Institute of Accountants 
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Offices in the principal cities of the United States and Canada 
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HAAS TO MUTUAL BENEFIT 


C. E. Haas, educational director of 
the Kee agency of the Mutual Life in 
Brooklyn, will become assistant man- 
ager of the Brooklyn branch of the Mu- 
tual Benefit Life’s New York City 
agency Nov. 1. The branch is in charge 
of R. F. Migdalski. Mr. Haas’s duties 
will include recruiting, brokerage, and 


Cc. E, HAAS 


supervisory work. He will operate in 
Brooklyn and Long Island. 

Mr. Haas went into the life insurance 
business in 1930 in the former Letcher 
agency of the Equitable Society in 
Brooklyn. He went to the Mutual Life 
in 1934 and became educational director 
after serving one year as an agent. He 
received the C. L. U. designation this 
year. He has been active in the Brook- 
lyn Life Supervisors Association since 
its inception and is its president this 
year. He has been a member of a num- 
ber of committees of the New York 
City Life Underwriters Association and 
is a member of the association’s “Bulle- 
tin” editorial staff and co-chairman of 
the grading committee and a member of 
the faculty of the lecture course. He 
has addressed a number of meetings of 
laymen on insurance subjects and ar- 
ticles by him have appeared in insur- 
ance trade papers. 


September Sales in N. Y. 


Sales of ordinary life insurance in 
New York City, as estimated by the 
Life Insurance Sales Research Bureau 
released by the New York City Life 
Underwriters Association, totalled $37,- 
324,000 in September as against $39,- 
023,000 for September, 1937. 


M. O. Loysen’s Future 


When M. O. Loysen, New York spe- 
cial deputy superintendent in charge of 
the liquidation bureau, retires from the 
department, which he will do shortly, 
the understanding is he will be con- 
nected with the unemployment insur- 
ance fund, the unsatisfactory condition 
of which is a political issue in the pres- 
ent state campaign. When the unem- 
ployment fund law became operative 
the office in charge was wholly unpre- 
pared for the deluge of applications that 
poured in upon it, and the selection of 
Mr, Loysen to help whip affairs in ef- 
fective shape is held a result of that 
condition. 


Graf Agency's Celebration 


The F. O. Graf agency of the Trav- 
elers in New York City will celebrate 
its first anniversary at a sales conference 
Noy. 1 to be addressed by R. L. Smith, 
assistant superintendent of agencies; 

Lacy, assistant secretary Travel- 
ers; G. N. Graf, merchandise counselor; 





Western Muster at 
Los Angeles Held 


LOS ANGELES—The western re. 
gional conference for the general agen. 
cies of the Northwestern Mutual Life 
was held here, with Vice-president Eq- 
-mund Fitzgerald, Director of Agencies 
.Grant Hill, Assistant Secretary H. R, 
Ricker and Assistant Director of Agen. 
cies L. J, Evans in attendance. General 
Agent W. K. Murphy of Los Angeles 
was host. 

The theme of the meeting was “The 
Road to Success Is Know—Follow It.” 

The first day’s sessions included ad- 
dresses on “We Get Our Road Maps,” 
by Mr. Hill; “Interim Report,” by Mr, 
Fitzgerald; “Wise Saws and Modern In- 
stances,” by Mr. Murphy; “An Insured 
_Investment,” by John P. Davies of Los 
Angeles; “The A.B.C.’s of A, and B and 
C,” along with questions and answers by 
Mr. Ricker; “Ethyl,” by Mr. Evans, 

At the banquet the only address was 
“Everybody’s Business and Your Busi- 
ness” by Mr. Fitzgerald. 

The Arizona-New Mexico general 
agency won the company contest, with 
southern California second. Mr. Mur- 
phy’s agency defeated the San Francisco, 
Oakland, Stockton combined forces in 
the inter-agency contest. 

The second day began with a district 
agents’ breakfast, and this was followed 
by three talks on “Selling Yourself” by 
L. L. Archibald and John R. Mage of 
Los Angeles and E. D. Wilkinson of 
Stockton. 

H. H. Mickley, Los Angeles; J. V. 
Lawry San Francisco; L. I. Rothschilds, 
Los Angeles; Spencer Fish, Oakland, 
and others put on the “Professor Quiz 
Troupe,” and then Mr. Evans spoke on 
“We Avoid Some Detours.” “Road 
Maps May Help But—” by Mr. Hill was 
the closing address of the conference. 


Name Falls President of 
Insurance Institute 


NEW YORK.—Laurence E. Falls, 
vice-president of the American Fire of 
Newark, was elected president of the 
Insurance Institute of America at the 
annual conference. John S. Thompson, 
vice-president Mutual Benefit Life, and 
E, C. Stone, U. S. general manager and 
attorney Employers Liability, Boston, 
become vice-presidents, and Edward R. 
Hardy continues as secretary. 

B. D. Flynn, vice-president and actu- 
ary Travelers was among a_ number 
elected on the board. W. D. Winter, 
retiring president, warned in the “new 
era” of the last ten years too little at- 
tention has been paid to the insurance 
needs of the public. Secretary Hardy 
reported registrations for examinations 
increased 801 over 1937, and came from 
38 states, Canada, Hawaii, the Philip- 
pines and five foreign countries. There 
were 234 graduates this year. It 1s 
planned to establish an institute in Can- 
ada. Superintendent L. H. Pink of 
New York spoke briefly. 


Eastlack Is President 


A. C. Eastlack, actuary of the Wis- 
consin National Life of Oshkosh. was 
reelected president of the Fox River 
Valley Insurance Club, composed of 
company officials and department heads 
of the Wisconsin National, Aid Ass0-e 
ciation for Lutherans of Appleton, and 
Equitable Reserve of Neenah. M. L. 
Ridgeway, Neenah, is vice-president, 
and Herbert Benz, Appleton, secretary- 
treasurer. Mr. Eastlack spoke on “In- 
creased Compensation on Large Size 
Policies.” At the November meeting 
in Oshkosh J. D. Reeder, Appleton, will 
talk on “Group Hospitalization.” 








J. Lewis Benton, agent in New York 

City; W. L. Radcliff, Yonkers branch 
manager, and Manager F. O. Graf. All 
- agp the Travelers except G. %- 
raf. 
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LEGAL RESERVE FRATERNALS 





Fraternal Course 


Being Introduced 


OMAHA—The Municipal University 
of Omaha recently inaugurated a class 
in “Fraternal Life Insurance” as a fea- 
ture of its adult educational courses. 
Located in the city which claims the 
Woodmen of the World and Woodmen 
Circle as two of its foremost financial 
institutions, the university took an un- 
precedented step in the organization of 
the class. It is believed that similar 
courses will be started in other cities in 
the coming months. 

More than 75 Omaha men and women 
attended the opening session in the 
offices of the Woodmen of the World. 
Farrar Newberry, national secretary of 
the Woodmen of the World Life, and 
Eugene Pakes, actuary of the Wood- 
men Circle, supervised the first class, 
which was a general introduction to 
the course. 


Executives Who Will Lecture 


Conceived as a college course in the 
National Fraternal ‘Congress a few 
years ago, the course in fraternal life 
insurance was adapted to the school of 
adult education for the Municipal Uni- 
versity. The adult course was approved 
by the executive committee of the con- 
gress in its recent meeting in Toronto. 

Included on the 15-week program will 
be lectures by the following Woodmen 
of the World Life executives: Mr. New- 
berry; W. C. Braden. assistant general 
attorney; R. E. Miller, national promo- 
tion director; V. J. Pakes, assistant sec- 
retary; D. D. Mackin, actuary; J. M. 
Sturtevant, assistant general attorney in 
charge of claims; and Hugh Hickox, 
personnel manager. 

In addition to Mr. Pakes, two other 
Woodmen Circle executives will deliver 
lectures during the course. They are 
Earl Stiles, general attorney, and J. A. 
Blaha, investment manager. 


Text Book Used 


Using as text-book the comprehensive 
introduction to “Fraternal Life Insur- 
ance” written by F. P. Huston, vice- 
president of the Insurance Research & 
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Review Company of Indianapolis, the 
course will deal with the following 
fundamentals of fraternal insurance. 

The meaning, history, development 
and uses of life insurance; the rise of 
fraternal societies from the background 
of clan, fratry and friendly societies; 
comparison of certificate of member- 
ship with commercial policies; variation 
of certificate of membership from com- 
mercial policies; the investment port- 
folio and legal safeguards; claims and 
litigation; home office machinery; hos- 
pitalization and local charities by 
lodges; contribution of orders to public 
welfare work; dual duties and responsi- 
bilities of field representatives; fraternal 
field work as a vocation; and juvenile 
insurance. 


Snyder Reelected as 
Ben Hur Life Head 


J. C. Snyder was reelected president 
at the quadrennial meetjng of the Ben 
Hur Life in Crawfordsville, Ind. Other 
national officers retained in office are 
Secretary, Edwin M. Mason, Treasurer 
William W. Voltra, both of Crawfords- 
ville, and W. C. Denman, Greencastle, 
Ind., and W. M. Curtis of Crawfords- 
ville, executive committeemen. 

Others elected were: Judge, W. C. 
Bowen, Baltimore; teacher, Mrs. Ella 
Keener, Schenectady, N. Y.; captain, M. 
H. Van Voorhies, Kendailville, Ind.; 
guide, Miss Catherine Einert, Evans- 
ville, Ind.; and keeper of the outer 
gate, Dr. H. C. A. Beech, Columbus, 
O. The officers were installed by Judge 
S. W. Bell of Cincinnati. 

Governor Townsend of Indiana was 
one of the principal speakers, com- 
mending the management for its effi- 
ciency and the fine financial condition 
of the society. 

President Synder presided at the 
meeting. Circuit Judge E. A. Wright 
extended greetings after invocation by 
Mrs. Bertha D. Mayhall, national 
teacher. H. Bruce Meixel of Philadel- 
phia, responded to greetings. Commis- 
sioner Newbauer of Indiana was a 
speaker and Secretary Mason gave a 
memorial address. 

An interesting feature was the play- 
ing of the “Ben Hur March” which 
was composed especially for the occa- 
sion. 

Entertainment features at the conven- 
tion included a dinner-dance. dinner 
and entertainment at Turkey Run state 
park, luncheon by the Rotary club for 
men attending, and a luncheon at the 
Crawfordsville country club for wo- 
men present, Mrs. Snyder being host 
at the latter function. 


Missouri Fraternalists 
Commend State Officials 


The Missouri Fraternal Congress at 
its annual meeting in Kansas City com- 
mended Governor Stark and Insurance 
Superintendent Robertson for their 
friendly attitude toward fraternals. J. H. 
Parker of St. Louis, great commander 
of the Maccabees and former. Republi- 
can speaker of the Missouri house, who 
introduced the resolution, referred to 
former Superintendent R. E. O’Malley 
as a “dead issue,” but the latter in a 
statement to newspapers said the sub- 
ject of remedial legislation for protec- 
tion of policyholders of fraternals is a 
live issue. Mr. O’Malley, ever a_fire- 
eater, sent a challenging letter to Mr. 
Parker in connection with the resolu- 
tion. ‘ 

Officers, managers and other repre- 
sentatives of 28 fraternals took part in 
the congress. A dinner was held in 
the evening. 


Honor Cannon’s 75th Year 
The Catholic Order of Foresters, Chi- 














Port Huron, Michigan 








cago, has started a “diamond jubilee” 


campaign to wind up Jan. 23, 1939, when 
Thomas H. Cannon, chief of the society, 
will attain 75 years of age. The cam- 
paign will close March 31, and April 
16 it is planned to hold dinners in this 
country and Canada honoring Mr. Can- 
non. A dinner will be tendered to Mr. 
Cannon in Chicago with members at- 





tending from that city and large sur- 
rounding territory. 





An, order of dissolution has been or- 
dered by the Richland county circuit 
court for Excelsior Mutual Benefit of 
Olney, Ill. The business of this concern 
was reinsured by Pioneer Life of Rock- 
ford, Hil., Dec. 31, 1937. 
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RECENTLY THE 13,000 MEMBERS OF 
THE ARTISANS LIFE ASSOCIATION OF 
PORTLAND, OREGON, WERE MERGED 
WITH THE MACCABEES. AS A RE- 
SULT THE ASSETS OF THE MACCA- 
BEES WERE INCREASED $2,700,000 TO 
$53,400,000 AND THE INSURANCE IN 
FORCE STEPPED FORWARD $13,000,- 
000 TO $195,800,000. THE ADDITION 
OF THIS STERLING GROUP TO THE 
MACCABEES WILL STRENGTHEN 
OUR POSITION ON THE WEST COAST, 
DEMONSTRATING CONCLUSIVELY 
THAT THE OPPORTUNITIES WITH THE 
MACCABEES ARE UNLIMITED. 


THE MACCABEES 
DETROIT, MICH. 


1878 — 60th ANNIVERSARY — 1938 
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Money invested in Life Insurance is 
worth just what it is represented to 
be when the Insurance was bought. 


Those who put money into Life In- 
surance find it a great resource in 
days of trouble, 


Life Insurance used to be called 








Men make money iin their own business 
and then lose it in the other fellow’s 


- get the money. 
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FOUNDED IN 1986 


A Legal Reserve Fraternal Insurance Society 


“Die Insurance.” You had to die to 


Today men and women buy—“Living 
Insurance.” 

With its Legal Reserve Policies, com- 
pletely modernized, for Men, Women 
and Children, this organization is well 
equipped to offer a complete Life In- 
surance program, 
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Must Teach Men to Sell on 
Automatic Basis—Kenagy 


KANSAS CITY — Contrasting the 
public attitude toward life insurance as 
a business and its attitude toward 
agents, H. G. Kenagy, superintendent 
of agencies Mutual Benefit Life, dis- 
cussed quality representation as a prac- 
tical agency ideal before the Kansas 
City General Agents & Managers Club. 
He cited better selection and higher 
standards now being set by companies 
as indicative of a general effort to in- 
crease the quality of agents. 

“Why do men fail in life underwrit- 
ing? We say they don’t work, yet we 
know men who worked like hell, who 
did the things they were told to do, but 
who still failed. We say they fail be- 
cause they lack knowledge. That is 
true, but we know men thoroughly edu- 
cated who failed in spite of that. Lack 
of ambition is assigned as a cause for 
failure. Yet even with ambition, at 
times men fail in this business. 

Skill in Telling the Story 

“The primary reason for failure of 
most men is that they never develop a 
real skill in telling the story of life 
insurance. They can't get the reaction 
ef the prospect, they can’t successfully 
apply lite insurance to the need. Which 
means that we as managers haven't 
done our job,” said Mr. Kenagy. 

“We've done a lot of educating, but 
we seldom have accomplished the ob- 
jective of guaranteeing that when the 
agent goes to the prospect he can and 
will tell a good story of life insurance. 
The test of skill is the closing ratio. 
How many times does a man have to 
present his story before he makes a 
sale? The really successful upper 25 
percent close one in three or four. It 
is Our job to train new agents so they 
will close a decent percentage. 

Give Opportunity to Achieve 

“We must devise a training process 
that will give every man with ambition 
a chance to achieve such skill We 
must accept the principle that all selling 
is a matter of habit. The job of a life 
insurance salesman is to develop a set 
of success habits. We must discover 
what language and action patterns we 
want our men to acquire, and then see 
that they acquire them. It is at this 
point that we most often fall down. We 
devise a lot of good plans, but we don’t 
get our men to acquire the habit of 
presenting them successfully. Follow 
your best men around and you'll dis- 
cover that every good salesman has de- 
veloped a set of habits that succeed for 
him. 

“I'm not suggesting that we can find 
the one best way of selling hfe insur- 
ance, but we must help men to find a 
good way. 

Develop Program Plan 


“Programming is a good way of sell- 
ing life insurance, and we have devel- 
oped a company plan of this type. We 
have taken men and by trial discovered 
the best process to groom them to do 


the job the way we want it done It! 
t friend in 


takes four weeks with men we have: it 
probably will take eight weeks with new 
men. We follow up this training with 
months of close supervision. 

“Some things need to be said and 
done in every interview, whatever the 
Situation or whoever the prospect. The 


more of the necessary things the agent | 





} children a college education, 


can, through habit, reduce to auto- 
matism, the easier it is for him to handle 
special situations that can't be foreseen 
in advance. 

“We found that we can standardize 
many of the things in the interview. 
By process of drill these are made auto- 
matic. This plan has much improved 
results. We have trained 200 men (out 
of 900), and they have shown improve- 
ment from 3 to 791 percent this year. 
A few who took it shouldn't have done 
so; it hurt them, particularly good sales- 
men who already had developed a suc- 
cessful method. As a matter of fact, 
we advised the upper 20 percenf not to 
take it. The plan is largely responsible 
for the company’s production this year 
being only 5 percent behind 1937, 15 
percent better than the average. One 
general agent who had done no recruit- 





| the buyer of the agent’s 


ing for three years liked the plan so well | 


he is financing the training of new men 


out of his own pocket. Some men over 
50 who have taken it have done very 
well, although in case of new men the 
training is confined to those 30 or under. 
The very fact that the agency depart- 
ment is trying to do something for 
agents, to give them modern sales tools, 
has helped morale tremendously,” Mr. 
Kenagy said. 


Must Consider Training Costs 


“The plan contains the same seven 
steps of all program selling methods. 
The only thing we've contributed is in 
teaching. If that kind of training is 
valuable, then we must revise our no- 
tions of cost and time involved in train- 
ing men. It can’t be done in three days. 
Home offices must take off pressure for 
volume. They can’t press for volume 
when concerned with quality agents. 
Volume will come eventually but not in 
the training period. You can make 
more from four $250,000 men than from 
10 average life underwriters producing 
the same volume. General agents make 
more from this plan in the long run,” 
asserted Mr. Kenagy. 

“More significant, however, you'll 
have a lot more fun with agents who 
are skilled, who are enjoying their busi- 
ness, and who are making a living. The 
saddest part of my job is to listen to 
the stories of men just barely hanging 
on in the life insurance business. 

“Life insurance is being scrutinized 
more than ever before. The best thing 
we can do is to have appreciation by 
services. Only 
in this way can we meet the threat of 
savings bank insurance. 





Competitive Spirit, Morale 
Building, Needs of Agencies 





show 
general 


should 
Paret,. 


Agency leadership 
competitive spirit, L. F-. 


a | church and 


community affairs—more 


| enjoyable vacations and in making death 


agent Provident Mutual Life, Philadel- | 


phia, declared in a talk on 
agency morale both individually and 
collectively at the managers and super- 
visors conference of the Pennsylvania 
State Association of Life Underwriters 
at Hershey, Pa. Above all in an agency, 
he said, is the necessity of building 
morale. This must be instilled indi- 
vidually in the agents and also through- 
out the agency as a whole. 

Morale can be secured either by buy- 
ing it with time or money or building 
it through leadership and service, he 
said. When it is bought it falls to 
pieces when the agency leader steps out 
of the picture, but when it is built it 
becomes inherent in the agency and 
carries on. 


High Standards Essential 


The effect on a new agent is powerful 
when he understands that he is working 
in an agency with high standards and 
with equal opportunity for all; when he 
secures a uniform contract and any 


privileges which are given to others, or | 


which he can secure when he reaches 
the standards. Morale in many agencies 
ts killed by special privileges, Mr. Paret 
said. 
“It behooves us bys de 
what we give to 2 r pri 
be a standard which we can 


extend 
others when they become prima donnas 
“If you will study the general agent | | 
} or manager who has won the devotion } ! 
of his agents, fou will find that he takes 
a genuine fatherly interest in their wel- 


fare, not in just the agents’ production 
and work habits but in their economic 
health, social and spiritual hi The 
real manager or general agent ts_ the 
imes of weddings. births, sick- 
mess, trouble and death. 

“Many an agent owes to his manager 
or general agent the stimulation and 
incentive for oxning his home, keeping 
the home more harmonious, giving hi 
belon agin 


to worthwhile clubs, beimg interested in 


building | 


! 





and old age provisions. This is not 
done by spasmodic talks, but by regular 
interviews and joint planning. 

“Keep raising his horizon. You know 
or should know about how much com- 
mission an agent needs each month. If 
he fails to make it any month go to him, 
don’t wait until he comes to you. Too 
often by that time his morale has been 
shot. The agent is beer ya 
his need 
of making it. 


cism and rip praise. 
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Timing of Stimulation 
Mr. Paret 


helpful efforts 
timed, for while agents often 
easily guided, there are occasion 
they will revolt. 
Often he h 
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better for the 
make a joint 
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ts some prob- 
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and : poise, whether his 

was good and whether he 

made a good presentation. Finally Mr. 

Paret asks why the agent was unable 

to sell him. When Mr. 

frankly it would help the agent’s morale 

immensely to 
tien, and it is done this war- 

Mr. Paret says, there are times 

when an gar t becomes so discouraged 
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and start him to studying, until he has 
built up steam and is ready to go back 
to selling. Again, there is the problem 
agent who is not willing to cooperate, 
who is fighting off doing a real job and 
is probably therefore tearing down 
morale in the agency faster than the 
general agent or manager can build jt 
up, Mr. Paret says. There comes a time 
when the “drones have to get out of 
the hives.” 

“T know it is hard to get men into 
the business, and it is easy to bounce 
them, but if you cannot help a man 
correct his faults and have done all you 
can to pull him through you will be 
better off spending your time With those 
attracted to you and believing in your 
work. 

Build “Team” Spirit 

“Summing up the building of morale 
into your agents, it is a real devotion 
that we are endeavoring to win. The 
same principles of building the agents’ 
morale apply to building agency morale 
but the methods are broader and bring 
into the picture showmanship, hip- -hip- 
hooraying. team play and fighting spirit. 

“Your agency meetings, contests and 
outings give you the opportunities to 
build the agency as a team that gets 
them to play ball for the team’s sake, 
to challenge the agent’s performance for 
the sake of the agency’s reputation, to 
make the agency outstanding in the eyes 
of the company and the community, and 
to focus the thought that they as agents 
become the agency in the minds of the 
prospects and policyholders. Make your 
outings more play than business, for you 
can get closer to your men in times of 
play. 

Proper Agency Objectives 
“We constantly hammer quotas and 


make some reward and recognition each 
month to those who achieve their quota 


| that month. Frequently, we circularize 


the policyholders of the leading agent 
for the month and write the bulletin 
around this leader. The agency objec- 
tives must be toward idealism, driving 
home that trinity of faith: faith in self, 
faith in the institution of life insurance 
and faith in their fellowmen.” 


Voice Strong Opposition to 
Oregon Annuity Act 


PORTLAND, ORE. — The Life 
Managers Ass sociation of Oregon passed 
a resolution opposing the citizens’ re- 
tirement annuity act which will be voted 
on in the Oregon general election next 
month. The Portland Life Undervwrit- 
ers Association has endorsed the resolu- 
tion. The bill proposes to levy an excise 
or transaction tax of 2 percent upon 
the gross dollar value of each transac- 
tion within the state to pay old age 
pensions. ‘Tensection by or through 
any governmental agency, or involving 
any security issued by a governmental 
agency and all interstate transactions 
are excluded. 
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The resolution opposing the retire- 
ment sani bill states the tax is a 
pyramiding sales tax, the total levy of 
which would aggregate an amount ex- 
ceeding all taxes now levied by all cities, 
counties and the state. Such a tax would 
put agriculture and all lines of business 
and all manufacturing processes under 
a severe competitive ‘disadvantage with 
products of other states. The law “would 
levy 2 percent on all life insurance 
premiums, on imterest on policy loans 

and premium notes, proceeds of 
tured endowment policies, annuity 

ments received, interest from mortgagé 
on Oregon property when received 
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Sales Ideas and Suggestions 





Buy Now Option Presentation 


Has a Strong Appeal 








People go for inside tips in a big way 
so the present “buy now’ campaign has 
an especially strong appeal. Live wire 
agents are calling on ail prospects and 
policyholders showing them why they 
should take advantage of the present 
favorable guaranteed interest rates and 
option settlement provisions. These 
agents are explaining that due to uncon- 
troliable circumstances life insurance 
companies are being forced to reduced 
guaranteed interest rates from. 3 to 24% 
percent and to revise the annuity option 
provisions accordingly. The net result 
is that the policyholder will have to 
have a larger life insurance principal to 
provide the same amount of income un- 
der the new policies which go into effect 
on Jan. 1 for the majority of the com- 
panies. However, in order to allow for 
suticient time to examine and issue pol- 
icles, Dec. 1 is being set as the deadline 
for applications under the old contracts 
by many of the companies. This means 
that November will be a big volume 
month, There are a great many pros- 
pects who have money to invest but 
who have been waiting for general con- 
ditions to improve: With this oppor- 
tunity to get a better buy now many of 
them will be glad to sign up. 


Practically All Will Change 


Although practically all companies 
licensed in New York will announce 
changes in contracts by the first of the 
year in order to meet the new 5 percent 
policy loan interest law, there is much 
secrecy and hesitancy in announcing thie 
changes. To the live wire agent who 
figures things out for himself this is 
an added advantage because, as few 
public announcements have been made, 
it appears he has the inside “dope” 
when approaching a prospect. 

In showing prospects the advantages 
of buying the present contract care has 
to be taken not to confuse him with a 
mass of statistics. It will take 20 percent 
more principal to provide the same in- 
come on the new 2% percent guaran- 
teed interest basis as it does now at 
the 3 percent rate. This means that 
if the prospect wishes to realize a $100 
monthly income he will have to have 
$48,545 capital at 214 percent compared 
to $40,486 on the 3 percent basis. 


Increase On 20 Year Plan 


Since the majority of settlements are 
on an interest plus diminishing principal 
basis such a comparison is desirable. 
If a $100 monthly income is desired for 
20 years it will take $18,958 principal on 
the new 2% percent rate and $18,150 
on the old 3 percent rate. This is an in- 
crease of 4.5 percent. 

Annuity comparisons can be present- 
ed. No generalized figures can be 
quoted as all companies vary. The ma- 
jority have increased their annuity rates 
while the annuity provision in the in- 
come options will not be changed until 
the new contract goes into effect. Vari- 
ous comparisons have been made which 
give an idea of the effect of the change. 
One estimate was made that it would 
take a $1,890 cash refund annuity to 
provide $10 a month income under the 
new rates compared to $1,490 under the 
Present. life insurance contract option 
Provisions. Another estimate is that the 
Present refund annuity rates provide 
16.2 percent more income at age 60 for 
men and 27.7 percent more for women. 
At age 70 the present contract provides 
28.5 percent more for men and 44.3 per- 
cent for women. The reason for the 
difference in. income for men and 
women is that some of the companies 








who have not been making any distinc- 
tion between sexes in their annuity 
settlement option provisions will do so 
with the new contracts. 

Retirement endowment premium rates 
will be increased as well as family in- 
come rates because it will be necessary 
to have a larger principal to provide the 
same income. 

Because there are so many factors 
involved some care has to be made in 





volved in an actuarial discourse with the 
prospect it is necessary to stay clear 
of complicated statistical comparisons. 
The main idea of showing the prospect 
the figures at all is to arive home the 
thougnt that it is to his advantage to 
buy now. To help agents keep in line 
with the cardinai principle of selling 
needs ‘the National Underwriter has 
prepared a special Income Indicator 


| wnich shows comparisons on how much 


| principal 


is required to provide $100 
montniy income under the new and old 
contracts. it shows the amounts re- 
quired on the direct interest basis and 
on the 20 year plan. Places are shown 


| for comparisons on annuity figures at 


| ages 60 and 65 as well as for the family 


presenting illustrations on the changes. | 
They shouldn’t be broadcast. The new | 


contract should not be belittled as some 
thought has to be given to next year’s 
business. Although the alert agent 
agent keeps the information to himself 
at this time, he must remember that the 
change in interest rates is on a guaran- 
teed basis and as all companies are pay- 
ing more than their guaranteed rate the 
effect of the 3 to 2% percent reduction 
is somewhat theoretical. Next year he 
can talk about actual interest rates and 
other advantages. 

To avoid possibilities of becoming in- 





income plan on a 20 year basis. ‘he 
user must write in the exact figures for 
his company on the annuity and family 
income plans. This new income Indi- 
cator has a dial which is turned to show 
the various figures through slots in the 
top card. Several experts assisted in its 
pregaration so that it provides just the 
right vehicle for approaching prospects 
with comparisons. It is handy and it 
puts over the story in a graphic way. 
The Income Indicator sells for 50 cents 
each, three for $1 and eight for $2. 
It can be secured from The National 
Underwriter, 175 West Jackson boule- 
vard, Chicago. 





Clean-Up Coverage Starts 
with Insurance on Wite 





NEW YORK.—Some useful ap- 
proaches for selling clean-up insurance 
and readjustment income coverage were 
given at this week’s lecture by C. E. 
Haas, education director Kee agency 
Mutual Life, Brooklyn, in the educa- 
tional series sponsored by the New 
York City Life Underwriters Associa- 
tion. Mr. Haas suggested putting the 
problem up to the prospect and then 
asking him what his solution would be. 
If he has none, Mr. Haas would ask 
him, “If you knew of a good solution 
would you want to consider it?” 

The best situation to start in on with 
the clean-up sales talk is the prospect’s 
wife, the speaker said. If agents will 
talk this type of insurance to all their 
married policyholders they will have 
good prospects for a considerable vol- 
ume of business. He emphasized the 
point that when a man’s wife dies there 
are usually so many expenses that most 
men are at least a couple of years get- 
ting out of debt. 


Discusses Tax Angle 


Taking up the tax angle of clean-up 
insurance, Mr. Haas took the case of a 
man 55 years old and pointed out that 
if his estate were of such a size as to 
call for a $100,000 estate tax he would 
either have to figure on having $100,- 
000 in liquid assets or else he would 
have to build up a fund. If the man 
were to live less than his full life ex- 
pectancy, in this case 17 years, he would 
be better off to buy life insurance to 
cover the estate tax. Then there would 
be the $40,000 insurance exemption and 
the possibility of avoiding all estate tax 
by making the insurance out so as to 
give up incidents of ownership. 

Mr. Haas used a striking method of 
showing what happens to an estate when 
a man dies. Giving a book, represent- 
ing the estate, to the chairman at the 
meeting, he pointed out that the heirs 
do not get the whole estate but only what 
is’ left after the various shrinkage fac- 
tors have taken their toll. He ripped off 
the binding of the book, saying this 
represented taxes, tore out a handful of 








pages as representing income tax due, 
tore out more pages to represent execu- 
tors’ fees, and some more to represent 
debts. It was a pretty thin volume that 
finally represented the estate. 

Another angle in clean-up coverage 
is the difference in credit status between 
a going concern and one about which 
there is some doubt as to solvency. As 
soon as a man dies, Mr. Haas pointed 
out, uncollected bills which are owed 
him become very hard to collect while 
his creditors begin to press for pay- 
ment in a way which they would not if 
he were still living. 

Touching on readjustment income, Mr. 
Haas drew a parallel between an em- 
ploye of many years service and a man’s 
family, pointing out that a man would 
not simply discharge a loyal employe 
without compensation but would at 
least give him a sum which would en- 
able him to readjust himself to changed 
conditions. Mr. Haas also warned 
against the use of a contingent bene- 
ficiary in connection with a clean-up 
fund, saying that since he beneficiary is 
usually a minor this means that the cash 
will he held in trust for him and not 
available to meet expenses as intended. 


Successful Life Agent Must 
Have Automatic Program 


The life insurance agent or any sales- 
man who wishes to achieve outstanding 
success must establish some method 
whereby he automatically goes into 
action at the beginning of the day and 
maintains active solicitation in the field 
for a sufficient number of hours to in- 
sure a real day’s accomplishment, said 
C. O. Fischer, vice-president Massachu- 
setts Mutual Life, before luncheon 
meetings of the Louisville and Memphis 
life underwriters associations. 

“The agent,” he said, “must set up 
certain minimum standards of daily 
performance, including a zero hour for 
getting into the field, and then prac- 
tice severe and relentless self-discip- 
line day after day until the accomplish- 
ment of these minimum requirements 














Increase Production 
by New Incentives 


There is little difference between the 
million dollar producer and the small 
producer in all respects except the 
larger producer has more prestige and 
more incentive, said Paul C. Sanborn, 
Boston general agent Connecticut Mu- 
tual Life and chairman of the Million 
Dollar Round Table, in a talk to the 
Detroit Qualified Life Underwriters on 
“Incentives Build Prestige.” 


Compares Two Types 


Million dollar producers dislike at- 
tending agency meetings, the first call 
on the prospect and the bookkeeping 
necessary to their business just as 
the smaller producers do but they do it 
just the same, said Mr. Sanborn. The 
average agent has no special incentive 
to produce a large volume of business. 
When he gets his income on renewals 
up to a certain point there is a tempta- 
tion to let production slip. Mr. San- 
born advised younger men in the busi- 
ness not to touch their renewals for 
living expenses but to let thez accu- 
mulate. As example of this he pointed 
to Caleb Smith, Massachusetts Mutual 
million dollar producer in Ann Arbor, 
Mich. Mr. Smith, who was present, has 
never spent a cent of his renewals but 
allows them to accumulate, investing 
them in life insurance and annuities. To- 
day at the age of 52 he can retire if he 
wishes. Mr. Sanborn cited several ex- 
amples of where incentives have in- 
creased production. Setting sights ahead 
of present needs makes a man increase 
his production to obtain his new objec- 
tives. 

“Having an incentive is not enough; 
the incentive must be definite and de- 
tailed, specific. Financial and sentimen- 
tal motives are the best incentives, I 
have found. If the incentive is to pay 
accumulated bills, it is necessary to 
break it down into definite bills to be 
paid at specified times. Just the general 
desire to pay bills is not enough. Ar- 
rangements should be made to automat- 
ically deduct specified sums from an 
agent’s commissions to apply against 
definite bills,’ said Mr. Sanborn. 








becomes a fixed habit. 
success 
said. 

The salesman cannot expect to rely 
upon external influence alone. Further- 
more outside stimulation and supervi- 
sion become too costly to be constantly 
available. The salesman does not have 
the automatic stimulation, starting him 
off on the day’s work, that the banker, 
the workman in factory or office has. 
The banker, for instance, is auto- 
matically put to work in the morning 
by reason of the fact that the day’s 
activities commence without any pre- 
meditated action on his part. 

One sure way for the business to 
answer the attacks of critics is to have 
so fine a record of performance, such 
a record of sound and successful service 
to clients, accompanied by the degree 
of financial stability that comes with 
such an achievement, as to place the 
business in a position of security, be- 
yond reproach, said Mr. Fischer. 


The price of 
is absolute self-dominion, he 





Remembrances Listed 


The Equitable Society gives four 
things for which every man wants to 
be remembered: 

1. How much he and his family got 
out of life. 

2. How well he provided for his fam- 
ily if he died prematurely. 

3. How well he provided for himself 
if he lived to old age. 

4. How well he managed his finances. 
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How Business Insurance Is 
Protecting Partners, Family 


(CONTINUED FROM PAGE 2) 


iin cash—a price previously fixed by the 
‘husband before his death, 

“Furthermore, instead of having an 
important asset tied up in a speculative 
business enterprise, the interest of the 
deceased is converted into cash, which, 
in turn, may be invested in gilt-edged 
securities comparatively free from a 
chance of loss or shrinkage and with a 
reasonably assured income to the bene- 
ficiary instead of an income dependent 
upon the more or less hazardous possi- 
bilities of a business which might not 
last long after one of the efficient ele- 
ments of management has been re- 
moved, 

“The settlement of the deceased’s es- 
tate can proceed much more rapidly, 
since the liquidation of the partnership 
interest can be accomplished at once. If 
the business interest is the sole asset of 
the estate, the widow and children will 
be assured of an immediate cash in- 
come from the executor resulting from 
the early liquidation of the partnership 
interest accomplished through the me- 
dium of life insurance. 

“The estate of the deceased is freed 
from any possible liability which it 
might have had to face if it had re- 
mained in the partnership and the busi- 
ness had been mismanaged. The estate 
of the deceased is not dependent. upon 
the surviving partners, either to pay a 
fair price in case of a sale or to pay an 
adequate income if the estate of the de- 
ceased had remained in the business. 
All chance of friction between the fam- 
ily of the deceased and the surviving 
partners is eliminated. 


Benefits While the 
Assured Is Living 


“How a life insurance liquidation plan 
benefits the business during life—In our 
concentration upon the benefits of part- 
nership insurance, both to the deceased 
and to the survivors in case of death, 
we frequently neglect the distinct ad- 
vantages of partnership insurance, even 
though no death occur. These benefits 
are both subjective and objective—sub- 
jective in the sense of security and 
peace of mind which they confer and 
objective in the distinct advantages of 
the cash during life. 

“The cash values of partnership life 
insurance policies represent a very val- 
uable and peculiar sort of asset. 

“Cash values as sinking fund for re- 
tirement of partners—In many instances 
where there are a senior and junior part- 
ner or partners, partnership insurance 
would be very valuable as endowment 
insurance upon the lives of the younger 
partners so that at the maturity of the 
endowments they would have the cash 
with which to purchase the interest of 
the senior partner, allowing him thus to 
retire..Such retirement is helpful, often- 
times, for the junior partners, who will 
not be harassed by what is very fre- 
quently the ultra conservatism of the 
other man, who, on account of his age, 
is no longer willing to assume ordinary 
business risks. 


Summary of Advantages 
Is Presented 


_ “Cash values as sinking fund to re- 
tire mortgage—In large partnerships 
the advantages of high-reserve forms 
of Ife insurance will be conspicuous for 
paying off mortgages. Likewise, the ac- 
cumulating reserve will admirably act as 
a replacement fund for buildings, ma- 
chinery, etc. 

“Summary of the benefits of partner- 
ship insurance during life—The credit 
and financial standing of the firm is ben- 
efited even before the death of any of 
the partners on account of the fact that 
bankers and creditors know that proper 
partnership insurance is carried, thus re- 
lieving them of the danger which might 
otherwise result at the death of a re- 
sponsible unit of the organization. 

_ “There is a decided sense of satisfac- 
tion and peace of mind in the knowledge 
that in case of the death of any one of 





the partners, the estate of the deceased 
will be amply taken care of and the sur- 
vivors may continue the business with- 
out embarassment or setback. 

“The cash values of the partnership 
insurance policies are liquid assets in 
the form of an emergency reserve 
which may be used to great advantage 
either in stabilizing the business or in 
furnishing cash for opportunities which 
could not be taken advantage of other- 
wise. 
“The cash values are a safe and liquid 
investment for partnership surpluses, 
guaranteeing normal rates on borrow- 
ings even in abnormal times. 

“Each partner may know during his 
lifetime just what his wife and children 
ean expect to receive from the liquida- 
tion of his share of the business in case 
of his death. 


Feeling of Security 
Because of Confidence 


“J have given you the main problems 
facing every partnership resulting from 
the death of a partner, and in a rough 
way the solutions. No one, I am sure, 
would want to deny the practical effect 
of the adoption of these suggestions on 
the credit standing of a partnership; or 
that, as in this case, when a business 
concern goes to its banker he will give 
them a more friendly welcome because 
of their wise use of life insurance. 

“Noah Webster defines credit as 
‘reputation, authority or influence de- 
tived from the confidence of others; es- 
teem; honor; good name; estimation.’ 
Here we have application made for a 
substantial loan, $75,000, and our part- 
nership, Ames, Brown & Chase, having 
adopted our program can face its banker 
knowing that it has.his. full confidence, 
and that it has feputation, authority and 
influence flowing from that confidence.” 


Service Bureau's 
Scope Pointed Out 


A. I. Boreman of the Policyholders 
Service Bureau of Des Moines com- 
ments on the letter written by Commis- 
sioner Julian of Alabama to the effect 
that an intermediary in negotiating 
loans for policyholders is unnecessary. 
The Policyholders Service Bureau 
charges a commission both from the 
policyholder and the bank that makes 
the loan. Mr. Boreman states that the 
Policyholders Service Bureau is not and 
has not for some time been offering pol- 
icy analysis service. It does not offer for 
sale any literature dealing with the gen- 
eral subject of life insurance. He says 
that he is not, except in such infrequent 
instances as any competent, actuary 
would approve, advocating yearly re- 
newable term insurance. His service, 
he explained, with very few exceptions, 
is confined to placing policy loans with 
trust companies and on terms not only 
satisfactory to the client, but “give the 
policyholder and beneficiary full legal 
protection.” Mr. Boreman is publisher 
of the “Dry Goods Journal.” He says 
his organization is not fighting the in- 
surance companies. 
the service he renders is a needed, le- 
gitimate one and keeps in mind, he adds, 
“not only the interests of the assured 
and beneficiaries but the institution of 
life insurance.” 


Won't Review Disability Case 


The United States Supreme ‘Court has 
denied review of a circuit court of ap- 
peals decision that a life company is 
liable for disability incurred by a pol- 
icyholder during the so-called grace pe- 
riod whether or not the premium due 
was finally paid within that time. The 
action arose when C. G. Jackson of St. 
Louis insured under a New York Life 
policy became permanently disabled 
after the premium was overdue but be- 
fore the expiration of the grace period. 
The circuit court held that the company 
is liable for the disability incurred dur- 
ing the grace period irrespective of the 
date on which the premium was actu- 
ally paid. 


He contends that 





C.L.U. 


Fuller Milwaukee President 


Henry C. Fuller, Sr., of the Stamm 
agency Northwestern Mutual Life, was 
elected president of the Milwaukee 
C. L. U. chapter at the annual meeting. 
R. M. Forester, Mutual Benefit Life, 
was chosen vice-president, and Laflin C. 
Jones, home office agency department 
Northwestern Mutual, reelected secre- 
tary-treasurer. Thomas Melham, Pru- 
dential, is the retiring president. 





Wyatt in Fort Wayne 


Dr. B. E. Wyatt, Philadelphia, educa- 
tional counselor American College of 
Underwriters, spoke at a luncheon in 
Fort Wayne, Ind., on the training of 
new men in the life insurance field. S. 
W. McGill presided. 


Detroit C. L. U. to Meet 


Dr. B. E. Wyatt, educational coun- 
sellor American College of Life Under- 
writers, will address the meeting of the 
Detroit C. L. U. chapter the evening 
of Oct. 28. President E. P. Balkema, 
manager Northwestern National, will 
preside. 


Kansas City Course 


More than 35 have enrolled in the 
Kansas City C. L. U. course which 
will start Nov. 1 with Oliver Neibel, 
Penn Mutual Life, as instructor for the 
eighth year. Bert Boyd, Northwestern 
Mutual, and H. C. Booker, Equitable 
Society, are making the arrangements. 


Cantrell Denver Head 


B. T. Cantrell, Capitol Life, was 
elected president of the Denver C. L. U. 
chapter at the annual meeting. Arthur 
Underwood, Lincoln National, was 
named vice-president, and John Win- 
chell, Equitable Society, secretary-treas- 
urer. There was a general discussion of 
methods for increasing interest in C. L. 
U. activities. 


Plan St. Louis Course 


The St. Louis C. L. U. has perfected 
arrangements with the Jefferson College 
to offer C. L. U. preparation courses 
covering the five subjects in the C. L. U. 
examinations. More than 100 have al- 
ready enrolled. 


Indianapolis Meeting 

“Business men and others interested 
in economic activity demand two quali- 
ties of the money used by them in trade, 
first, that it be widely acceptable in ex- 
change for goods and services, and sec- 
ond, that it be relatively stable in value 
over a period of time,” Dr. M. O. Ross, 
dean of the college of business admin- 
istration of Butler University, told 
members and guests of the Indianapolis 
Oo OSE 


Atlanta Class Is Formed 


A study class has been formed by 
the Atlanta Life Underwriters Associa- 
tion with an enrollment of 36. It is 
planned to hold meetings on Mondays 
for 32 weeks, according to Charles Har- 
rell, Pacific Mutual Life, chairman of 
the C. L. U. movement. 


Chicago C. L. U. Party 


The Chicago C. L. U. chapter held its 
annual fall party, Cook, presi- 
dent, presiding and presenting C. L. U. 
awards to 14 agents who met all re- 
quirements this year. H. G. Walter, 
Penn Mutual, was toastmaster. C. B. 
Stumes, president Chicago Association 
of Life Underwriters, spoke briefly. 


Supplies C. L. U. Textbooks 


Tue NationaAL UNDERWRITER from the 
bookshop at 420 East Fourth street, 
Cincinnati, or from its branch offices is 
supplying all the textbooks used in the 
studies leading to the Chartered Life 
Underwriter degree. L. H. Martin, 





manager of the bookshop, states that 
there is a greater demand for thes 
books this year than ever before, thy 
indicating that more people are taking 
the course. THE NATIONAL UNDERWRitR 
took over the book department of the 
National Association of Life Underwrit. 
ers and thus is supplying all the CLy. 
textbooks. 


Ohio State Course 


About 22 have signed to take the 
Cc. L. U. course at Ohio State Uni. 
versity this winter. There will be two 
courses of 15 weeks each. The instruc. 
tors will be Profs. E. L. Bowers, Rid. 
dle and Helms. 


Los Angeles Chapter Party 


Los Angeles C. L. U. held its an. 
nual dinner-dance and conferment party 
with more than 60 present. Following 
the dinner the officers formally pre. 
sented certificates of membership to 
Howard Neal, Occidental Life; G. 
McElrath, New York Life, and S. |, 
Snortum, Equitable Life of New York 
Four past presidents were present. Kel- 
logg Van Winkle and Alvin Kingsbach- 
er, Equitable Society; H. W. Dougher, 
John Hancock Mutual, and Jack White, 
Prudential. 


Text on Life Insurance Law 


“The Life Insurance Contract,” by 
Horne & Mansfield is the title of a new 
text that has been added to the insti- 
tute series of the Life Office Manage. 
ment Association. This book is devoted 
entirely to life insurance law and analy- 
sis of the policy contract. It will serve 
as the text for Life Office Management 
Association Institute examination text. 
The book is divided into four parts: 
“The Legal Nature of Life Insurance;” 
“Construction and Performance;” 
“Rights, Powers and Privileges,” and 
“Specific Provisions.” 

It comprises 270 pages and may be 
obtained for $3 from L. O. M. A,, 110 
East 42nd street, New York. 


Honor Contest Winner 
HILLSBORO, ORE. — Members of 


.the Portland agency of Occidental Life 


of California honored Gene Rossman, 
winner of the state-wide 45-day contest, 
at a banquet. The Oregon agency under 
State Manager Gene Waddle placed 
among the 10 leading agencies of the 
company. 





Trend Is Toward Younger, 
Better Educated Recruits 





In a study of recruiting trends the 
Sales Research Bureau surveyed the ex- 
perience of 18 companies on the dis- 
tribution by age and education of re- 
cruits under 35 years of age. There 
has been a gradual trend toward em- 
ploying younger men. In 1935-36, # 
percent were from ages 20-24, 35 pef- 
cent ages 25-29 and 23 percent 30-34. 
The 1933-34 figures show 38 percent 
in the 20-24 age group, 37 percent im 
the 25-29 and 25 percent in the 30-34. 
There is considerable difference in the 
comparison of the 1935-36 and the 
1931-32 groups, the later showing 30 
percent in the 20-24 age group, 36 pél- 
cent in the 25-29 and 34 percent in the 


80-34 age group. 


There has been considerable improve 
ment in educational background of re 
cruits since 1931-32, although there % 
not much change in the 1933-34 and the 
1935-36 groups. In 1931-32, 37 percent 
of the recruits had high school or less 
education, 29 percent attended college 
and 35 percent were college graduates. 
In 1935-36, 33 percent had high school 
or less education, 27 percent attend 
college, 40 percent were college grat 
uates. The 1933-34 figures correspon 
closely to the more recent statistics, 
showing 33 percent with high sche 
education or less, 26 percent attending 
college and 41 percent college graduates. 
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O. E. Schwartz 


A CONTEST OF OUR OWN 


. . » From now until November 19. The men whose pictures 
are shown on these pages are engaged in a contest, the pur- 
pose of which is to obtain new subscriptions to the Salesman- 
ship Section of the Diamond Life Bulletins. Our opinion is that 
this is the logical time for such a special sales effort. The life 
insurance business has begun to improve, we believe that it 
will continue to do so during the coming months, and most 
important of all, we believe that those who will make the best 
individual records in the production of life insurance will be 
those who have in their offices the material contained in the 
Diamond Life Bulletins. 








R. E. Richman 


The “D.L.B.” as it is familiarly called by many life insurance 
men, is the standard, recognized salesmanship service. It is 
part of the regular equipment in hundreds of the best life 
offices throughout the country. It is a well organized, care- 
fully edited encyclopedia containing one index and giving all 
of the essential information. 





A. J. Edwards Our field men who will call at most of the life offices in the 
country during the coming months will have an interesting 
story to tell about the Diamond Life Bulletins service as it is 
constituted today. In their behalf and because of the import- 
ance of what they have to present, we bespeak for them an 
interview under favorable circumstances. 


THE DIAMOND LIFE BULLETINS 


420 EAST FOURTH STREET ® CINCINNATI OHIO 








R. W. Landstrom 











R. J. Chapman W. M. Christensen J. T. Curtin W. J. Smyth A. S. Cutler 


W. A. Scanlon 
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SOME NOTES, 


A Brilliant Record 


In all life insurance circles, one 
of the most outstanding records 
in uninterrupted weekly produc- 
tion has been made by a repre- 
sentative of the Equitable at 
Grand Island, Nebraska — our 
own George Cowton. For nine- 
teen years, George has turned 
in at least one application every 
week. In one day he established 
a record of 122 applications! 


APPLAUSE FOR WOMEN 


Associated with the Equitable as agents there are at pres- 
ent more than 1,000 women. The insurance they placed 
last year aggregated many millions. Their achievements 
are perhaps best illustrated by the 168 Club membership 
qualifications for 1937, each representing at least $100,000 
of insurance written during the year. Fifteen qualified 
for the Quarter-Million Club; six for the $350,000 Corps; 
two wrote Half a Million or more. The total paid pro- 
duction of these 168 women Club members for the year 


was $27,621,927. 


rc > a. - 
A HOUSE THAT COMMISSIONS BUILT 


John B. Thieman, Woodward Agency, Cincinnati, de- 
scribes his delightful home as ‘‘a direct product of my 
efforts in representing the great Equitable for a quarter 
of a century, so that during my declining years, my wife 
and I might have a roof over our heads.” 

Now that he is in his eightieth year, Mr. Thieman is 
enjoying the full reward of his twenty-five years’ work 
with the Society, of which he is very proud. He is still 


FROM OUR WEEKLY PUBLICATION, THAT MAY INTEREST YOU 


When Frank X. Shields recently got back into life in- 
surance harness (with the Ott Agency, New York) after 
two years of star tennis-playing and movie-making, his 
first client was Michael Bartlett. 

His approach to this popular singer of radio and 
screen, who recently starred in ‘*The Three Waltzes,”’ 
was based on pointing out new values in old possessions 
—and both agent and prospect became so enthusiastic 
about the Equitable policy the latter already had, that 
they increased it considerably. 

‘‘T never appreciated my life insurance so much as 
now,’ says Mr. Bartlett, ‘‘since my good friend, Frank 
Shields, pointed out the additional values to be found 
therein. I know of nothing with the same degree of 


security that can take its place.”’ 
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